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Bo You Aspire to Be a Credit Leader? 


SUCCESS in the Retail Credit Field today and tomorrow requires specialized education in Credit Fundamentals and in Credit 


Management. 


The National Retail Credit Association has prepared Official Textbooks for your training in mastering these 


subjects. Credit Schools, based on these textbooks, are being organized in communities, large and small, throughout the country. 


Get Your Certificate in 


RETAIL CREDIT FUNDAMENTALS 


An elementary course based on the Official Textbook of the 
same name. Chapters on: 1. Credit as a Business Force; 
2. Obtaining Applications for Accounts; 3. Interviewing the 
Applicant; 4. Taking the Application; 5. Investigating and 
Analyzing the Risk; 6. Accepting and Declining Applications; 
7. Authorizing Purchases; 8. Authorizing Purchases, Con 
tinued; 9. Special Problems of Credit Control; 10. Credit 
Sales Promotion; 11, Reviving Inactive Accounts; 12. Funda 
mentals of Collections; 13. Collection Tools and Methods; 
14, Collectors and Outside Agencies; 15. Rehabilitating the 
Delinquent Customer. 

A Course for Every Man and Woman in the Retail Credit 
Department 


Get Your Certificate in 


RETAIL CREDIT MANAGEMENT 


An intermediate course based on the Official Textbook of the 
same name. Chapters on: 1. Credit Department Personnel; 
2. Selecting Employees; 3. Training and Other Functions; 
4. Layout and Equipment; 5. Modernizing the Credit Office; 
6. Credit Granting Principles; 7. Collection Principles; 
8. Credit Department Statistics and Research; 9. Control of 
Accounts; 10. Collections, Expenses, and Special Research 
Studies; 11. Credit Bureaus: Growth and Organizations; 
12. Credit Bureaus: Reporting Service; 13. Credit Bureau: 
Collection and Other Services; 14. The National Retail Credit 
Association. 

A Course for All Those Who Wish to Forge Ahead in the 
Field of Retail Credit. 
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Certificate issued in Retail Credit Fundamentals. A similar certificate in Retail Credit Management is also 
issued by the National Retail Credit Association. 


Write today for the new booklet “(How to Organize and Conduct Credit Schools.”” Assist your local 
association officials and your Credit Bureau Manager in organizing a Credit School in your city. 


NATIONAL RETAIL CREDIT ASSOCIATION 
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Saint Louis 3, Missouri 
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Please send me free copy of ‘‘How to Organize and Conduct Credit Schools.’’ 
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Prices 


500 coecccsecse § BM 
1,000 cetcee oes See 
5,000 (per thousand) $14.00 

10,000 (per thousand) $13.00 


(Booklet shown above actual size) 


Consumer 
Edueation 


Pays 


THE BOOKLET, “The Good Things of 
Life on Credit,” has been designed to edu 


cate the customer to use credit and to pay 


as agreed—in other words, to “Buy Wisely 
—Pay Promptly.” 


IT CONTAINS seven chapters as fol 
lows: 

1. The Magic of Credit Buying Power. 
What People Buy on Credit. 

. The Value of Personal Credit. 

. Credit Depends on 2 Things. 
Your Credit Record Is an Open Book. 
How to Establish Your Credit. 
How to Maintain a Good Credit 

Record. 


ON THE LAST page appears the Code 
of Ethics of the National Retail Credit 
Association which in itself carries a worth 
while educational message to the consumer. 
On the inside back cover is the National 
shield containing the slogan “Guard Your 
Credit as a Sacred Trust.” The outside 
back cover has been left blank so that you 
may, if desired, imprint the name of your 
store on it. 

THIS BOOKLET covers fully the con 
veniences and advantages of credit, as well 
as the necessity for maintaining a good 
credit record. It is an excellent educational 
piece to enclose in letters opening new 
accounts, in sales promotional letters, and 
in collection letters. The consistent use 
of this booklet will produce highly satis 
factory results whether in the promotion 
of business or in the collection of past-due 
accounts. wht 
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| judge you. 
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PROTECT YOUR CREDIT | 
| BY PAYING PROMPTLY | 
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ommunism and the Credit Man 


FREDERICK W. WALTER, Credit Manager, The Bailey Co., Cleveland, Ohio 


INCE THE credit department is such a vital 
part of the distributing activities of modern 
business, whether retail or wholesale, the credit 
manager is, or should be, tremendously interested 
in the long range impact on his business by those 
forces which are presently so raucously, and at the 
same time so insidiously, attempting to overthrow 
the present social order. Too many people seem 
to feel that Communism is to be approached in the 
same way as a case of measles—“it’s one of those 
childish things, you know, and it usually wears 
off without too much trouble.” This is an im- 
mature approach to a decidedly mature problem 
and only displays the incapacity and unwilling- 
ness of such individuals to really face life. 
Whether we call them Bolshevists, Nihilists, Marxists, 
I.W.W.’s, Communists or anything else, remember the 
fact that basically they are atheistic. They do not 
believe in God, a Supreme Being or any other similar 
title, and recognize only the force of a few, to be directed 
as those few dictate. This paragraph is the key to the 
entire situation. So to all believers in God, whether 
Protestants, Roman Catholics or Jews, this topic carries 
a particularly personal import. 


Communism Must State its Case 
The fairest way to begin will be to let Communism, 
through its leaders and agents, state its own case. Marx, 
in his manifesto, demands the abolition of all private 
property, a heavy progressive income tax, centralization 
of credit in the hands of the Central Government, ex- 
tension of Government ownership and production, and 
national control of the education of all children. Then 
he demands the destruction of all monetary values, and 
the issuance of fiat money at the decree of the govern- 
ment. Then for number three, and that will be sufficient 
tor the present, he demands that the people pay to the 
government their savings for old age and survivors’ 
pensions. 
William Z. Foster, head of the Communist Party in 
the United States, says, ‘No Communist, no matter how 
many votes he should secure in a national election could, 


even if he would, become President of the present govern- 
ment. When a Communist heads the government of the 
United States, and that day will come just as surely as 


the sun rises, the government will not be a capitalist 
government, but a Soviet government, and this govern 
ment will stand the Red army to enforce the dictatorship 
of the proletariat." He also states, “The American 
Soviet government will be organized along the broad 
lines of the Russian Soviets. The American Soviet 
government will join with the other Soviet governments 
in a world Soviet Union.” V. 1. Lenin, founder of the 
Communist Government in Russia, feels this way about 
child education, “Give us the child for eight years and 
it will be a Bolshevik forever.”’ Foster adds his further 
bit, “Our teachers must write new school textbooks and 
rewrite history from the Marxian viewpoint.” 
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The three wise men from the East with a vengeance 
are Marx, Lenin and Stalin. You will agree that these 
threats bear examination. ‘The philosophy back if it all 
is that of the destruction of all the present evidences of 
good, and as such, carries with it the seed of its own 
destruction. 

Winston S. Churchill, whose courageous approach to 
the titanic problems of his nation aroused the admiration 
of the world, and of which nation we are an offshoot 
not too many years in the past, expressed himself about 
Communism in this fashion, “Communism is not only 
a creed, it is a plan of campaign. A Communist is not 
only the holder of certain opinions; he is the pledged 
adept of a well-thought-out means of enforcing them. 
The anatomy of discontent and revolution has been 
studied in every phase and aspect, and a veritable drill 
book prepared in a scientific spirit for subverting all 
existing institutions. The methods of enforcement is 
as much a part of the Communist faith as the doctrine 
itself. At first the time-honored principles of liberalism 
and Democracy are invoked to shelter the infant organ- 
ism. Free speech, the right of public meeting, every form 
of lawful political agitation and constitutional right are 
paraded and asserted. Alliance is sought with every 
popular movement towards the left.’ 

Suppose we investigate somewhat this statement that 
“he is the pledged adept of a well-thought-out means 
of enforcing them {the opinions],” and see how it affects 
the credit man. About five per cent of the department 
stores in this country are now unionized, with ten to 
fifteen per cent of employees unionized. ‘There are also 
many special departments which are unionized by reason 
of local conditions. At this point let it be clear that we 
are not discussing the pros or cons of unionization but 
to establish the floor for a new series of experiences that 
may be in the offing. As an “executive” the credit man 
does not come under the purview of the unions now; 
under Communism he will, definitely. What do he and 
his co-workers, not to speak of capital, have to expect if 
the hammer and sickle supplant the stars and stripes? 

There is no use saying “it can’t happen here,” for 
the simple reason that the infiltration has already been 
made to a serious degree; its further progress will de- 
pend on your intelligent activity at the polls, and your 
determined efforts not to be made an unwitting and un 
willing tool by your assent to, and participation in, what 
may seem to be perfectly legitimate and innocent 
activities. 

Committee on Un-American Activities 


Unless otherwise indicated, the quotations hereinafter 
used are drawn from the files of the Committee on Un- 
American Activities, U. S. House of Representatives; 
their accuracy is hardly to be questioned. 

William Green, President, American Federation of 
Labor, says, “no labor organization can be free under 
Communism because it is compelled to subordinate the 
interests of the workers to those of the Communist 
Party.” 


He refers to the present. He says further, 





“Opposing our efforts to bring security, prosperity and 
peace to the workers of Europe is ranged a powerful 
fifth column of Moscow, which masquerades under the 
name of the World Federation of Trade Unions.’ Let 
us see what Lenin had to say about this. He laid down 
the rule “to agree to any sacrifices and even if need be 
to resort to all sorts of stratagems, artifices, illegal 
methods, to evasions and subterfuges, only so as to get 
into the trade-unions, to remain in them and to carry 
on Communist work with them at all costs.” Arthur 
Deakin, one of the leaders of the labor movement in 
Britain, and a former president of the W.F.T.U. itself, 
warned the British Trade Union Congress, “The Com- 
munists have captured the World Federation of Trade 
Unions and are using it as a medium for advancing 
Soviet propaganda, not only in Europe, but throughout 
the world.” W. Z. Foster's conviction is that, “It is 
imperative that the world’s workers, through the W.F. 
T.U., should intervene in the proceedings of the United 
Nations.” Nothing like wanting the earth for yourself 
is there? But listen to what Lenin said about govern 
ments, “the historical mission of the Soviets is to be the 
gravediggers, the heir and the successor to the govern 
ments of the world.”” The worst of this is that he and 
the other two wise men believe this and intend to go 
through with the plan in spite of what you and I do, 
unless we are equally serious in our opposition, which 
will not include brute force, for then we will lose out; 
there are other methods far more valuable. 

What would happen to the unions? “It would be 
wiped out as a union, contract, treasury, constitution 
and all. 


gain a contract for your wages and working conditions, 


Instead of the union being vour agent to bar 


it would become part of the Communist power over you.” 
Suppose you did not like your wages or working con 
ditions? “The fact remains that not for the past 20 
years have unions in Russia had any influence on manage 
ment, nor any power to make collective bargains for 
workers, change any working conditions or fix their 
wages. In addition, the Russian government has thrown 
over 14,000,000 men and women into slave labor camps, 
where they are forced to work inhumanly long hours 
at hard tasks under barbarous conditions. ‘These slaves 
are mostly politicians, farmers, priests, and others, whose 
only crime was disagreement with the Communists.”’ 


Communistic Thoughts on Religion 

At the close of the day, or the end of the week, you 
as one of the 77,000,000 members of 256 religious de 
nominations in this country, seek mental and spiritual 
solace by meditation upon things that help you meet the 
storm and stress of the day's activities, and rightly so, for 
such is your privilege. Suppose Communism should 
march in, then what? Lenin screamed, “Down with 
religion! Long live atheism! The spread of atheist 
views is our chief task!” One of his today's lusty 
lieutenants, Earl Browder, insists that “we Communists 
do not distinguish between good and bad religions, be- 
cause we think they are all bad.” 

Marx's idea of a Communist world was “that what we 
know as the world was to be destroyed, religion, family 
laws, rights, everything. Anybody opposing was to be 
destroyed, too. Marx wanted a world in which people 
owned no property, took orders from the government 
without question, -and let their family life (husbands, 


wives, parents and children) be without religion, morals, 
or ideals as we know them. That anything is moral, 
even lying, stealing and murder, if it brings on Com 
munism. “That women should have children for the 
Communist state to educate, train and use, but parents 
should not have any say in training according to their 
own ideas. That there is no need to fear God, because 
God does not exist. Jews, Roman Catholics and Protes- 
tants have virtually been crushed.” “Radio Moscow 

hammers at the public with Marx’s slogan, “Religion is 
the opiate of the people.” 

Here is a phase of the situation that is especially 
painful, first, because it is with us now, and second, be 
cause we have learned that there are wolves in sheep's 
clothing among us, using their churchly offices to deceive 
the public and soften it for domination by more brazen 
pressure through Communistic attacks. J. Edgar Hoover 
writes, “I contess to a real apprehension, so long as Com 
munists are able to secure ministers of the gospel to pro 
mote their evil work and espouse a cause that is alien to 
the religion of Christ and Judaism.” 


Front Organizations are Dangerous 

“Fellow travelers’ and “front organizations” are 
apparently harmless individuals and organizations who 
operate among individuals whose moral fibre is rather 
loose; whose self-love is highly developed and whose 
judgment leaves much to be desired. They are very 
dangerous, however, because they are so readily misled 
It would be impossible to list here such front organ 
izations, but the information can be readily obtained from 
the government. 

H. L. Havweod, in Great Teachings of Masonry 
writes, “It is a peculiar agony to have one’s very brain in 
chains. Men must rebel or at last surrender, to sink in 
the apathy and listlessness of the peasant and the sert 
In what does liberty of mind consist? In the right to 
use it normally, for the health and the good of all.” 

Groups such as Masons, Knights of Columbus 
Knights Templars and others would be the first to be 
literally exterminated. “They are supposed to represent 
the more intelligent, far-seeing and responsible individuals 
of our social order, and as such, are those whom Com 
munism definitely wants out of the way. As they would 
probably not make good slaves, or burden bearers, theit 
tate would be liquidation. 

There are “about 201,100 schools in this country 
listed by the United States Office of Education, and 
teaching some 31,880,000 students everything from cook 
ing to atomic physics. These do not include the thou 
sands of commercial, music, drama, art, business and 
trade schools,” among which are to be tound our own 
extensive credit courses of the National Retail Credit 
Association. Under Communism all this would be 
destroyed. 

Here is an extract from the Soviet teachers’ guide, 
“The pupils of the Soviet school must realize that the 
feeling of Soviet patriotism is saturated with irreconcil 
ible hatred toward the enemies of socialist society. Our 
best men and women are banded together in our Com 
munist Party, which directs the entire life of the 
country.” 

This has not made pleasant reading; unfortunately, it 
is true. Whether its ultimate aims will be manifested 


(Turn to “‘Communism,”’ page 27.) 
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Impressions of a Newcomer to the Staff 
of the National Retail Credit Association 


LEONARD BERRY, Educational Director, National Retail Credit Association 


HE MEMBERSHIP CARD in my pocket says 

that I have been a member of the National Retail 
Credit Association since 1926. In all that time, I had 
never had occasion to visit the National Office. While 
keenly interested in its success and willing to participate 
in its program whenever possible, I had only the vaguest 
notion of the myriad activities that stem from here. 


The period of my indoctrination has proved to be such 


an astonishing revelation of what goes on at 218 Shell 
Building, St. Louis, Missouri, that I want to share my 
impressions with you. When an organization reaches 
the size of this, with 26,000 members in the United 
States, Canada and elsewhere in the world, it is inevitable 
that many of the members, like myself, can belong for 
many years and yet never fully understand what the 
National really accomplishes. Your Association is such 
an important part of your professional and business life 
that you should think of it as a part of you, and the staff 
as more than just names, but earnest and sincere people 
anxious to bring to you all the help possible in making 
your business life more effective and to further the cause 
of good credit generally. 

Offices of the Association 

The offices of the Association are on the second floor 
of a modern building in the heart of downtown St. Louis. 
They provide none too ample quarters for the twelve 
people currently engaged exclusively with National 
affairs. Over the door is a modest sign that reads 
“National Retail Credit Association.”’. Entering, the 
visitor quickly notices the gallery of portraits of past 
presidents that covers two sides of the wall in the outer 
office. Beginning with S. L. Gilfillan, who was the first 
President and a co-founder of the Association in 1912, 
there is an unbroken pictorial record of all the Presi 
dents since Mr. Gilfillan, and including our present 
President, R. T. Schatz. Not only is this unusual col 
lection of distinguished portraits noticed by our visitors, 
but to us it is a source of pride that we are connected 
with an organization that has enjoved the leadership of 
so many fine men. Each has played his particular part 
in lifting the Association from small beginnings, when a 
handful of stalwart pioneers began it thirty-seven years 
ago, to its present position of size and significance in the 
business world. 

The National Office is many things in one. It is a 
publishing office, book store and warehouse, mailing room 
billing office, interviewing office and employment agency. 
It will interest the members, as it did me, to learn that 
the dues from members alone would not support the 
We are 


also in the book and supplies selling business. While 


program to which the National is committed. 


these are sold at a modest mark-up price that would make 
a merchandise manager gnash his teeth, the income from 
all the books, supplies of all kinds, forms, etc., does pro 
vide sufficient extra money to enable us to carry on out 
educational program. The mailing room is a veritable 
as the orders come in, 


beehive of activity. Every day, 


they are filled by an extremely competent person Miss 
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Esther Rohlfing, who has been a National Office em 
ployee for 2+ years. A flood of material leaves here daily 
for far-flung places. Various books published by the Asso 
ciation and used as the official textbooks in countless Credit 
Schools, are in constant demand. Stickers used for sales 
promotion and collection work are sent out in astro 
nomical number ; members seem to appreciate the effective 
and economical function these stickers perform. Bro 
chures dealing with Cr-dit Schools and research and 
educational projects, are otten called for. Blotters used 
by Credit Bureaus to distribute to their subscribers are 
ordered by the score of hundreds. Age analysis blanks, 
ipplication forms, membership kits, reprints of articles 
and editorials are some of the additional items which 
make the expressman regard the National Office a steady 
and profitable customer. As you can readily imagine all 
this requires stock space, and like stores, we are constantly 
concerned with the condition of reserve stocks. We, too, 
have an inventory problem. 

We are prepared to address from our 30,000 address- 
ograph plates, mailing pieces for district conferences, or 
almost any combination of the membership by several 
classifications. The outgoing mail is considerable. In 
addition to the voluminous correspondence carried on by 
Mr. L. S. Crowder, General Manager-Treasurer, there 
is a constant stream of mimeographed material of various 
kinds for credit associations and credit bureaus. 

A popular feature of The Crepir Wor.p for some 
time was “Journeyings of the General Manager.” It 
was reluctantly discontinued because demands for space 
forced us to leave out what was considered less important 
material. However the “Journeyings” did have the 
effect of indicating to the membership the magnitude of 
the job of being executive head of this mammoth Asso 
ciation. There are thirteen districts, and well over 200 
local associations regularly constituted as part of the 
National. In addition there are inumerable small groups 
meeting more or less regularly under the guidance of the 


local credit bureau. 


Activities of General Manager-Treasurer 
Last year Mr. Crowder visited 53 cities, in 23 states 
ind 2 provinces of Canada. This program necessitated 
his being away from the office about 60 per cent of the 
time. On his return from each trip, accumulated mail 
requires days to answer. Correspondence to the General 
Manager-Treasurer is of massive proportions. Letters 
sometimes reaching flood stage, come to his desk, dealing 
with all the multitudinous details of running a National 
organization. Letters asking for advice or assistance 
ire numerous. Here are just a few that came in ir 
single week. 
Legal inquiries, some answered, others referred to 
our Washington Representative. 
Letter asking if a small chain of hosiery stores 
should offer charge accounts. 
How can I determine the basis for incentive bonus 
for my Credit Manager? 





What does Chapter 13 of the Chandler Act mean 
to the Credit Manager? 

What should be my attitude on a Direct Inquiry? 

How should | go about starting a credit business? 
(no data as to capital, experience, etc. ) 

Miss Mary Riordan, Mr. Crowder’s secretary, another 
long-time National Office associate, knows from exper 
ence just how to handle this mail and can often take 
care of matters in Mr. Crowder’s absence. Miss 
Riordan is remarkable for her encyclopedic knowledge of 
the members and the affairs of the Association. A ques 
tion to her is sure of a prompt and correct answer. 

Many of our members have correspondence with Miss 
Gertrude ©’Connell, the membership secretary. For 
more years than she will admit, she has not only carried 
on the detail work of the membership files, but has 
maintained the general accounting system and the records 
of finances, as well as being office manager and supervis 
ing the work of several bookkeepers, typists and secre 
taries. In this she is assisted by Mrs. Eileen Hannefin, 
who has been in the National Office since her husband, 
the late Daniel Hannefin, whom many will recall as a 
loyal and capable member of the National staff, died in 
1939. Both these ladies are completely absorbed in the 
Association and can give instant and accurate information 
as to the early history and members. | am much im 
pressed by the devotion all have for the National Retail 
Credit Association and the loyalty and keen interest they 
display. It can truly be said that we are at all times 
conscious of the fact that we are a non-profit organization 
and our sole purpose is to serve the members in every 
way we possibly can: 

Like thousands of others I have riffled the pages of 
The Crepir Wor.tp each month for well over a score 
ot years without having any inkling of the painstaking 
work involved in its publication. You will be interested 
in knowing something of the details entering into the 
task of bringing to you each month the 32-page com 
pendium of fact and information that credit managers 
everywhere have come to rely on as the indispensable 
source of authoritative news of our profession. 

While other publications of a similar nature have an 
imposing staff of editors, staff writers, copy chiefs, art 
directors and the like, The Crepir Wortp is largely 
the work of one man. Fortunately, Arthur H. Hert has 
broad shoulders and an equable disposition or he would 
have found the task too formidable. 

Just as soon as one month’s issue is put to bed, to use 
publishing parlance, Arthur is well on his way with the 
next. His two implacable enemies, the calendar and the 
clock, spur him on his never ending job of seeing that you 
vet The Crepir WorLp on time, and containing the 
matter you need to keep well informed on credit doings. 
Of course many members and committees supply material 
(and by the way, we need more trom you good people, 
so send along your ideas), but the job of editing, organ- 
izing and fitting to available space falls on Arthur. 
Designing a new and different cover is a monthly chal 
lenge. Deciding how much space to allot to the various 
departments is only accomplished after much cogitation 
and measuring. Do you realize that last month we 
printed 28,500 copies of The Crepir Worip? The 
Christian Board of Publication, who has printed ou 
publication for the past 18 years, tells me that each month 


it requires five runs through the giant presses which 
pound away for 80 hours making 142,500 impressions. 
In addition, 33 hours are required for folding; 35 hours 
for stitching: 16 hours for cutting; and 103 hours for 
mailing, making a total of 267 hours required betore an 
issue is ready to be delivered to the St. Louis Post Office. 
We use 6,380 pounds of paper each month (over three 
tons) and 61 pounds of ink. Last, but not least, I find 
that 228,000 handlings are necessary before the publi 
cation is on the way to your desk. 

1 am sure that vou will agree with me that this is a 
gigantic task and the next Crepir Worv-p that appears 
at your desk will have a new significance to you. In 
cidentally, we and the printers have invariably accom 
plished all our work by the first of each month. Any 
delay in the publication reaching you is due to the post 
office being rushed with first class mail and necessarily 
giving that preference. 

Thus you have had a brief glimpse into the workings 
ot the Association that your dues help to maintain. If 
| have succeeded in making the National a little more 
real to vou, I shall be glad. The success of any organ- 
ization depends on the degree of interest and enthusiasm 
maintained. While tor the most part, we at the National 
Office must place great reliance on the network of local 
associations to carry out Our program, yet we want the 
membership to know that we are ready to be of direct 
help in any credit problem. ‘The Research and Edu 
cational divisions are glad to have your suggestions and 
help. The extent of your gain from your membership 
will be largely determined by your contribution. *** 





35% 


and still coming! 


A leading midwestern department store used 
Reply-O Letter this winter to reactivate dormant 
accounts. Their result figure is above 


You, too, can do as well by using Reply-O Letter's 
LOW pressure method to get HIGH account activity. 
Early Spring is a good time. Let Reply-O Letter 

help you to bring back your inactives 
for Easter shopping. 


Let us 
send you samples and 


information. at odes peTTERS! 


Whet Are 
Your Needs? 


Mention The CREDIT WORLD W 


ee 





District Conference Suggestions 


ISTRICT CONFERENCES are scheduled to be 

held starting in February, and the National Office 
will be glad to cooperate in making the program an out- 
standing one. Program chairmen are urged to study 
the results of a recent questionnaire sent out by the 
National Office to Association presidents, District and 
National Officers and Directors, which we show in detail 
below. 

The suggestions titled “How to Organize and Conduct 
District Conferences” were recently released to the 
District officers and directors. Others interested may 
secure a copy by writing the National Office. 

It is clear that the pressing need is for practical con- 
ferences devoted largely to panel discussions of everyday 
credit problems, credit sales promotions, collections and 
office procedures with special emphasis on improved 
efficiency and production. 

In these critical times the district conference takes on a 
new significance. It is vital to the safety of the credit 
structure that all credit granters be thoroughly posted as 
to local credit conditions, and the district conference is 
the best avenue to gaining the advanced thinking of out- 
standing credit executives. Members are requested to 
make plans to attend district conferences and to partici- 
pate in them. This year of 1950 may well turn out to 
be a most significant one and our problems and _per- 
plexities call for the intelligent application of the sound 
principles of credit granting. The time necessary to 
devote to a credit business conference in your district 
will be a profitable investment in stimulating your think 
ing and perfecting your technique. 


1—On what days should District meetings be held and 
for what period of time, two, three, or four days? 


Number Per 

Sunday and Monday 5 
Sunday, Monday and Tuesday 35 
Monday, Tuesday and 

Wednesday 
Monday and Tuesday 
Wednesday, Thursday and 

Friday 


Total 67 100.00 


2—Should there be a banquet and on what night? 


Banquet 59 88.08 
No banquet 11.92 


Total 7 100.00 


Sunday night 

Monday night 

Tuesday night 

Wednesday night or last night 
No comment 


Total 7 100.00 
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A. Is an outside speaker desirable? 


Number Per Cent 
Yes 45 67.17 
No 14 20.90 
No comment 11.93 


Total 7 100.00 
B. Entertainment 


Yes 5 85.10 
No 13.41 
Modest Get-together 1.49 


Total 7 100.00 


3—W hat type of program is recomme nded? 


A. Outside speake rs? 


Yes 5 97.04 
No 2.96 


Total 7 100.00 
Number at each general session. 


One 61.21 
Two 20.90 
Three 7.45 
No comment 10.44 


Total 7 100.00 


B. Topics of a general nature or pertaining to credit 
problems and procedures? 


Topics of general nature 24 
Credit problems and 
procedures 3+ 
Both topics of general nature 
and credit problems and 
procedures 
No comment 2.96 


Total 67 100.00 


Panel discussions at general sessions participated in 
by Credit Managers, Credit Bureau Managers and 


Collection Service Managers? 


y es 3 94.08 
No 2 2.96 
No comment 2 2.96 


Total 67 100.00 


D. Should questions cover all phases of credit work, 
sales promotions, collections, procedures, etc.” 


Yes 62 
No 
No comment 


Total 7 100.00 





E. Should general sessions be held each morning or 
only the first morning? 

Number Per Cent 

Each morning 44 65.67 

First morning only 19 28.36 

Afternoon first day l 1.49 

No comment 3 4.48 


Total 67 100.00 


F. How many group meeting Sessions are recom- 


mended? 


As many as are requested 
One each afternoon 
Each evening 


Total 67 100.00 


G. Suggest lines of business for group meetings? 


Department and Specialty Stores. 
Men’s Wear, and Women’s Wear. 
Credit Bureaus. 

Loan and Finance (Banks). 
Jewelry 

-Medical and Dental (Hospital and Pro 
fessional ). 

Public Utilities. 

Building Materials. 

—Home Service. 

Hardware. 

Petroleum. 

Furniture. 


"hat ‘ hange Ss are recomme nde d for im prot ements 
District and National Conferences? Indi 


vidual comments) 


1—Greater cooperation is needed between Dis 
tricts and the National in planning confer- 
ences. Planning should be done well in 
advance of conferences. 

2—The National office should recommend to 
District planning committees good speakers for 
general sessions. 
I recommend that the dates of the District 
conferences be set around the 10th or 12th of 
the month instead of the first of the month. 

4+—We should give less thought to entertainment 
and more thought to getting meetings started 
and adjourned on time. 

5—There has not been enough attention given to 
arranging the program especially the group 
meetings which are the most important part 
of either District or National conferences. 

6—There should be careful selection of speakers 
and panel members for District meetings. 
For National conferences I suggest a more 
friendly atmosphere and more interest shown 
by the host city in keeping delegates interested. 

7—Our opinion is that we do not publicize our 
District conferences, consequently attendance 
is too limited for successful discussions. 

8—We would like to see something created that 
would stimulate greater discussion from the 
floor. 


Please Mention The CREDIT WORLD When 


AS” 
Builds New Sales 
through New 
Charge Customers 


NEW SALES because charge account 


customers shop more often ! 


NEW SALES because charge account 


customers can be “traded up”’ 


NEW SALES because charge account 


customers buy more by mail ! 


NEW SALES because charge account 


customers do more impulse buying ! 


Here are 50 stores that have 
added new accounts by RMAS! 


Abraham & Straus & Co 
J). N. Adams 
Aims & Doepke 


L.. Bamberger & Co 
Bloomingdale's 
Boggs & Buhl 

Bon Marche 
Brown-Dunkin Mabley & Carew 
Bry-Block Merc. Co Mandel Brothers 
G. M. MeKelvey 
Miller & Rhoads 
Carson, Pirie, Scott & Co Neiman- Marcus 


Chappells eusteters 


Lit Bros 


Burdine’s 


Conrad's . : 
Olds, Wortman & King 
Op ri ollins 

Devisce-Pasca ppenheim Collin 

Patterson's 

E. W. Edwards & Son Pogue's 

Rike-Kumler Co 

Rollman's 


Shepard's 

Albert Steiger 

Steinbach & Co 

Gimbel Brothers Stewart & Co 
Milwaukee Strawbridge & Clothier 
Philadelphia 
Pittsburgh 


Franklin-Simon 


W. M. Whitney & Co 


ht. J. Goerke Zion Cooperative 
Goldstein- Migel Mercantile Instit 


*Research Method of Account Solicitation 
Write Today! 
A.J. WOOD & COMPAN 


MARKET « OPINION ~ ATTITY acon? 


1518 Walnut Street 
Philadelphia 2, Pa 





9—Programs should be so varied as not to 6—W hat registration fee is usually 
prove wearisome. Speakers should not follow 
one another immediately and ample scope 
provided for so that discussion can be kept 
under control. 

10—Group meeting programs should be timely and 
built around a current credit subject. They 
should be planned in advance and copies of 
talks submitted to the general chairman to- 


charged? 
Varies with local conditions 6 8.95 
$3.00 to $5.00 10.44 
$5.00 to $10.00 ; 26.88 
$10.00 to $12.50 11.92 
$12.50 to $15.00 16.43 
No comment 25.38 
Total 67 100.00 
gether with advance list of questions to all 7—To what does the registration fee entitle the dele 
panel members. gates? 
11—Local associations should make greater effort to Admittance to all sessions. 
interest more people to attend our conferences. banquet and any organized 
12—We should keep our conferences on a business entertainment 
basis and sell management to that effect. 
13—Our general sessions should end at 11:45 A.M. 
14—There should be more recognition of the 


Admittance to all sessions, 
banquet, any organized 

entertainment and copy of 
small merchant and eliminate lengthy discus- conference notes 
sions of subjects that are foreign to them such 


Admittance to all sessions 
as Charga-Plate and cycle billing. 


banquet and one luncheon 


. : Admittance to all sessions, 
1. Is it advisable to bring in report of Nominations 


Committee and hold election of officers and direc- 


tors at a general 


banquet, one breakfast and 
one luncheon 3 4.48 

session prior to the banquet? “erence , 6 87 
Number Per Cent 

Yes 55 $2.11 7 
No 13.41 c Iny other suggestions 


Total ] 100.00 


No comment 4.48 It seems to me that more good ideas ire 
brought home by each delegate from the panel 
Total 7 | 100.00 group discussions. For this reason more time 


and thought should be spent in planning these 


4—How do you publicize the meeting? 


sessions. 


° ° It any money Is available it should be spent 
Direct Mail 24+ .! ; 


— ; to secure the best possible speakers. 
Local Association Bulletins 26 


sie It outside speakers are engaged, they should 
Newspapers 3 Ai 

: a8 not be on the program too early in the morn 

No comment 14 <UL ° 
ing because, in the past, many have been dis 

1 a appointed by lack of attendance. 
ota , 

We suggest that the credit women not hold 
P + wae oo — —— 
5—When does such publicity start? meetings at the same time as the general 


sessions or group meetings. 
30 days in advance of meeting 13 We should fight harder for larger attendance. 
60 days in advance of meeting 17 . Make the opening session something to re 
90 days in advance of meeting 16 member by having. an outstanding speaker 
120 days in advance of meeting 5 talk on a subject related to credit. 
No comment . | believe it is important to arrange District 


conferences so that delegates are not away 
Total 100.00 he » a 
é from their work more than two days. 








_ : . As our District meetings grow, I would like 
to see a little more attention given to smaller 
Notice business establishments. 

THE NATIONAL OFFICE has prepared a 3—More free time should be given to go shopping 
radio address titled ‘‘The Important Place Re- and to visit stores. If this was 
tail Credit Plays in Our Lives.’’ The address there would be 
contains approximately 3,000 words and re- 
quires about 25 minutes for delivery. It is 
designed to explain retail credit and the im- 
portance of prompt payment to the consumer ith ‘ete eine ok toot. 
in simple and understandable language. Valu- Sl eae Daan To ci ae 
able in promoting the cause of good credit SRRGCEN SHOWS DE SE ON TNC sera On 
locally. Mimeographed copies are available District conferences are not social affairs but 
and we will gladly send them without charge are conducted strictly for educational purposes 
to members on request. Write the National I suggest that group chairmen solicit questions 
Office, 218 Shell Building, St. Louis 3, Missouri. and publish the program at least thirty days 


prior to the meeting ake 


provided 
less skipping of sessions. 

The quality of meetings must warrant the 
time and money invested by the delegates. If 
this is on a high enough level, the attendance 
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Ché | tt ( dit Cli sa entertainer, through the courtesy of the Standard Oil 
ar 0) e re l Inte Company of New Jersey. The Clinic took the place 
THIS NEW department, begun last month, has been ot the regular meeting and there was no charge for 
well received and considerable interest resulted. Here registration or luncheon to any of the members. Local 
are two splendid reports we received containing sug newspapers cooperated and were generous in giving 
gestions that should prove helpful to Program Chairmen publicity and printed several articles and pictures, both 
Please send your experiences to the National Office. prior to and during the Clinic. Mr. Dudley did an 
The Retail Credit Association of Charlotte, Charlotte, excellent job in handling publicity and was successful 
North Carolina, recently held a Consumer Credit Clinic in getting newspapers in both North and South Carolina 
at which Credit Managers and credit personnel met to to carry Clinic stories. 
discuss credit problems. An invitation was extended to Invitations were sent to all firm members of the 
the Credit Women’s Breakfast Clubs to cooperate and Charlotte Merchants Association, as well as to the Mer 
Henry Alexander, Credit Manager, Belk Stores in chants Associations throughout the two Carolinas. ‘The 
Charlotte, was named General Chairman. Charles idea was received with enthusiasm. The invitation in 
Dudley, Executive Director, Charlotte Merchants Asso cluded a detachable coupon to be returned for reser 
ciation was appointed Publicity Chairman. vations. 

The one-day clinic was held in the Charlotte Hotel, Outstanding men and women throughout the two 
on September 14, 1949. The morning session was from Carolinas were invited to serve as panel members and 
9:30 am. until 12:00 noon. Luncheon was served at Mr. Alexander acted as moderator, in his usual capable 
12:30 p.m. and the afternoon session was trom 2:00 P.M. manner. There were two entirely different panels for 
until 5:00 p.m. A registration fee of $1.00 was charged each session. Each of the panel members had several 
to non-members of the Retail Credit Association of years’ experience and every type of business was repre- 
Charlotte. This fee helped defray the expenses of print sented. 
ing, supplies etc. The entertainment during the luncheon A committee was appointed to compile questions to be 
was furnished by Jerry Ball, an accomplished pianist and asked from the floor, applicable to every type of business. 


CREDIT, COLLECTION, BUSINESS MEN AND SKIP TRACERS! 


You Need This Book NOW! 
SKIP TRACING HOW TO Collecting Old Accounts 


Procedure for the individual! skip tracer Installment Credits 
Fourteen different ways to locate a skip Merchandise in Storage 
without o registered letter Bad Check Law 
A letter to former employers that will 
, bring ange pare a - Conditional Sales Law 
leven stories of actual cases where the 
skip hos been located, and the Bankruptcy Lew 
account collected through these skip b A M TANN RATH Supplementary Proceedings 
tracing and collection methods. y ” Intra and Inter-State Commerce 
How, when and where to send regis- ° ° : : . 
a0 Bow 1 Bora Authority on Credits, Collections and Skip Tracing Lows 
Ten ways of locating skips by registered 


letters The Only Book of its Kind Ever Published | Sone” f Commersic! Bihics 


Analyzing returned registered letters Digest of Commercial Laws for 
How to find the job HARD BOUND BOOK—270 Pages—6 x 9” All States 

r th ront . 
Tracing the quorentor’s job PRICE $5.00 + + + CANADA $5.50 How to Porwend Gaius ter 
Sain aia sigs There are more Skips . . . Collections are getting harder. One — 


idea from this book may save you its cost many times over. 
































“This is the GOLDEN KEY that unlocks thousands of 
dollars in accounts that have defied every known skip- 
tracing procedure. 

We have used your methods on a number of accounts that date back 
OVER SIX YEARS with phenomenal results.” 

—Stellers Jewelry, Milwavkee 6, Wis 
“| want to congratulate you on the excellent general form of the book and 
its thoroughness.” —Percival W. Trudeau, V. P., Chicago Natl. Bank, Chicago 
“We are enclosing check in payment of 21 copies of your book. Kindly ship 
to the following addresses.” — Merchants Acpt. Corp., Worcester 8, Moss 
“The results | have already in tracing some of my ‘closed file’ skips have 
been overwhelming and profitable." —G. Nelson, Nevada Recovery Bureau, 
las Vegos, Nevada 

OVER 4,000 COPIES SOLD IN 7 MONTHS 


CLIP AND MAIL THIS COUPON TODAY! 
A. M. TANNRATH, Dept. CW-5 
75 W. Van Buren St., 6th Floor, Chicago 5, Ii! 


Please send me copylies) of How to Locate Skips 
and Collect at $5.00 each. Check Enclosed [—] 





Seem mn emmasaawaamemead 





Please Mention The CREDIT WORLD When Writing to Advertisers ll 





The 225 questions were numbered, and mimeographed 
copies were put into a folder, which formed the program. 
One was given to every person registering. 

Everyone was eager to gain knowledge of the present 
credit situation and trends, and as the program pro- 
gressed, enthusiasm increased tremendously. It was one 
of those meetings that did not “wear-out” and the dele- 
gates were reluctant to leave when it was adjourned. 
Everyone present expressed a desire to have it become 
an annual or semi-annual affair. 

The attendance at this first Clinic was 180 people. 
Approximately 30 towns in the Carolinas were repre- 
sented, with the Manager of the Credit Bureau and 
Merchants Association from practically every town in 
the two Carolinas present, including approximately 16 
from out-of-town clubs. 

The Clinic was a tremendous success. Incidentally, 
membership and interest in the Retail Credit Association 
was greatly increased. 


Retail Credit—Behind the Scenes 


Here is an excellent item to which we direct the 
particular attention of Program Chairmen. The City 
College of New York, Retail Credit Practice Unit, has 
produced a 35mm black and white filmstrip covering 
activities behind the scenes in the establishment and 
control of the retail charge account. 

This film of splendid action photographs shows the 
mechanics of the charge account under various systems 
and procedures. Graphically the audience is taken 
through the several steps in charge account processing. 
Beginning with the interview, and covering all the steps 
of credit investigation, record setting-up, customer identi- 
fication media, authorization, billing, and collecting of 


the account, the filmstrip is educational and inspirational. 


Accompanying the 72 frames of the filmstrip there is 
a complete written commentary of which the normal 
reading time is 30 minutes. ‘The use of equipment is 
thoroughly explained and the action of each frame de- 
scribed in a most interesting manner. 

The filmstrip and written commentary were written 
and directed under the supervision of Walter M. Muller, 
Supervisor of the Retail Credit Practice Unit, City 
College of New York. In our opinion he has made a 
significant contribution to the cause of credit education 
and we urge local associations, credit bureaus, and credit 
schools to consider the desirability of using this valuable 
aid in planning means of credit education. 

This filmstrip has been shown to the New York 
Retail Credit Association at a regular meeting on No- 
vember 15, 1949, and received many favorable comments. 
Mr. Muller points out that the film should be used with 
a slide film projector. However, if the pictures are 
separated and set up in individual frames, they can be 
used in any regular 35mm (2x2) home slide projector. 
Each picture is numbered making it possible for an in- 
structor to select only those applicable to a particular 
lecture where the filmstrip is used for Credit Schools. 

The total price for the filmstrip of 72 frames and 
the commentary is only $10.00. Please direct your 
orders to Walter M. Muller, Supervisor, Retail Credit 
Practice Unit, The City College of New York, 430 
West 50th Street, New York 19, N. Y. 
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Another Tiptop Program Idea 


UNDER THE TITLE “Suggestion for a Monthly 
Meeting” received recently from the Duluth Retail 
Credit Association, came a bright and refreshing ap- 
proach to the problem of mid-winter business boredom. 
For they outlined a program followed at a recent meet- 
ing that should stimulate the seasonal waning interest of 
association members generally. The experiment which 
they tried with conspicuous success was one of an en- 
livening discussion, directed toward clarifying credit 
questions and arriving at effective solutions. 

The meeting was organized as a panel of experts, 
presided over by a moderator; and consisted of five or 
six people representing as many facets of business: de 
partment store executives, financiers, retailers, etc. “The 
audience asked questions and the experts answered. 
Members were encouraged to participate, and the result 
was a stimulating discussion. 

Local retail credit associations might be interested in 
the questions propounded at the Duluth meeting. Here 
are some of them: 

1. What are the most important principles in connection 
with the credit interview ? 

2. Do you consider the ageing of your accounts neces 
sary? Do you age every month, every six months, or 
every vear? 

3. Is there need for caution in opening a charge account 
today ? 

4. What should be the attitude of the credit department 
toward customers seeking the re-establishment of their 
credit ? 

5.(a) Is the Gift Certificate an aid to increased Christ 
mas sales or merchandise and should there be a limited 
time for its redemption ? 

(b) Would you insist that the Gift Certificate be 
redeemed with. merchandise only ? 

Or, would you credit it to a customer’s account? 

Or, would you refund a portion of it in cash? 

6. Is it desirable to record all installment contracts and 
does the protection justify the added expense? 

7. Do you ever close an account which is good pay but 
troublesome in other ways? 
justments, etc. ? 


What about excessive ad- 


8. If, in making application for an account, the customer 
does not ask for budget or installment accommodations 
if following receipt of bill, the customer requests that the 
indebtedness be transferred to a budget or installment 
account; is down payment required and carrying charge 
added from the date of purchase in such instances? 

9. How do you handle new customers, coming from 
another city, having no credit references in the local 
credit bureau files? 

10. How old do you allow your accounts to become 
before taking some definite action to collect? 

11. What do you do with the customer whose account 
is continually past due, but who will pay when you 
“clamp on the lid”? After several such experiences 
would you continue to sell? 

12. What percentage of charge-offs on the total charge 
business is considered reasonable? 

13. Which of the following brings the best results in 
collecting your accounts: (1) Correspondence, (2) Tele- 
phone, (3) Personal Calls? ake 





EDUCATIONAL 
STICKERS 


THESE TWO stickers are effec- 
tive for use on slow paying accounts. 


Foalueelieetiaetionestianatinmetiaatienntienntinstienttantitantienstiaention 


is the measuring stick by 
which all credit granters 
judge you. 

Do you realize that your 
failure to pay this account 
may affect your credit 
standing? 

PROTECT YOUR CREDIT 
BY PAYING PROMPTLY 


eee 
eed 


Accounts that have disregarded 
notices and letters will probably 
respond to this sticker which ties 
in the failure to pay with the credit 
record of the customer. It will pro- 
duce results without offense. Printed 
in dark green ink on light green 
| colored gummed paper. 


YOUR CREDIT RECORD 


11S AN OPEN BOOK .. 


By the way you pay, you 
write your own record in the 
files of the Credit Bureau. 


\3) 
Nor roy 


Millions of cards in the filesof the Credit 
Bureaus of the United States and Can- 
ada, form the basis of credit reports— 
used by creditors and employers to judge 

| the trustworthiness of individuals. | 


\ ! 
| Prompt Payments Make a | 


Good Credit Record 


This sticker is designed to bring 
home the importance of paying bills 
promptly. It points out that credit 
reports are based on the manner in 
which the customer pays his obli- 
gations. It is a constructive edu- 
cational sticker and will produce 
excellent results. Printed in bronze 
blue ink on goldenrod colored paper. 


Only $2350 a thousand 
(Assorted $3.00 a thousand) 
er 


National Retail Credit Association 


O00; 


World’s Oldest 
and Largest Builders of 


PNEUMATIC TYPING EQUIPMENT 


Present 


The New 


. 


DUAL SELECTOR AUTO-TYPIST 


This remarkable new Auto-typist is a 
fully automatic letter-writing mechine 
Any standard typewriter may be used, 
and the typing mechanism is operated 
pneumatically, by means of a perforated 
record roll similar to that used on a 
player piano. It produces complete let- 
ters continuously, including date, inside 
address, and salutation merely by press- 
ing one button. Another dial setting per- 
mits automatic addressing of envelopes 

The new Dual Selector Auto-typist 
may also be used for producing an in- 
finite variety of different letters. It car- 
ries two large-size record rolls with a 


MODEL 5060 


capacity of 500 lines of typewritten 
copy. These may be divided into as many 
as 100 different paragraphs. The operator 
selects the appropriate paragraphs by 
means of The Push-Button Selector and 
the Auto-typist types the letter auto- 
matically at speeds up to 150 words a 
minute and without possibility of error 
The finished Auto-typist letter has the 
exact appearance of a personally dic- 
tated and individually typed letter 


The Dasto-rypist 


COMPLETELY PERSONALIZED LETTERS THE LOW COST, AUTOMATIC WAY 


<<< ee ee RE Ee eee! 


MAIL FOR FREE LITERATURE 


AMERICAN 


AUTOMATIC TYPEWRITER 
614 North Carpenter Street + Dept. 71, 


COMPANY 
Chicago 22, Illinois 


Without cost or obligation, please send me complete information about the new Dual Selector 


Auto-typist 


NAME — 





COMPANY____ 





ADDRESS__ 








CITY. ZONE STATE 
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Shell Building St. Louis 3, Mo. 
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Pittsburgh Installs New Officers 


The Retail Credit Association of Pittsburgh, Pitts 
burgh, Penn., the largest National Unit, elected new 
officers and directors for 1949-1950 at their annual meet- 
ing held recently. Shown below are the officers. Left 
to right, seated, are: A. W. Blieszner, The Pittsburgh 
Press, Third Vice-President; H. A. Clarke, Boggs & 
Buhl, President; A. S. Kerby, Hardy & Hays, retiring 
President : and J. A. White, Harris Stores, Treasurer. 
Left to right, standing, are: T. L. Ford, The Credit 
Bureau, Secretary; J. R. Johnson, Hughes & Hatcher, 
Director; J. A. Wagner, Home Discount Corp., First 
Vice-President; and E. A. Beard, Potter Title & Trust 
Co., Second Vice-President. Others who have been serv- 
ing as directors: Col. Franklin Blackstone, Frank & 
Seder; J. A. Brown, J. R. Weldin Co.; H. C. Engel, 
Thrift Investment Corp.; E. J. Fischer, A. J. Mansmann 
Co.; M. V. Johnson, Gulf Oil Corp.; Mrs. A. Joyce, 
Shield’s Corset Shop; C. G. Kaessner, Kaufman’s; Miss 
M. Lanahan, Frank & Seder; H. W. Leonard, Jos. 
Horne Co.; B. J. Lindberg, Spear & Co.; T. A. McCaf- 
trey, Thos. McCaffrey Real Estate; C. W. Orwig, Com- 
monwealth Trust Co.; Mary Queenan, The Rosenbaum 
Co.; J. A. Schmidt, Federal Reserve Bank; J. C. Stacks, 
The Atlantic Refining Co.; Miss D. Sullivan, C. A. 
Verner Co.; J. Thurston, American Oil Co.; H. E. 
Wilson, Gimbel Bros. ; and C. E. Willis, New York Lite 
Insurance Co. 

W. L. Mayo and F. H. Koch in New Positions 

Walter L. Mayo, Jr., has been named Controller, 
Schuneman’s, Minneapolis, Minn., taking over the duties 
involved from his father, whom he has assisted. Mr. 
Mayo, Sr., Chairman of Board, continues in the 
latter capacity. Fred H. Koch, Jr., who has been Credit 
Manager of the store for the past eight months, has been 
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1 ° . ° ° : 
Coming District Meetings 

District Two (New York and New Jersey) will hold 
its annual meeting at Hotel Syracuse, Syracuse, New 
York, April 16, 17 and 18, 1950. 

District Six (Iowa, Minnesota, Nebraska, North Da 
kota, South Dakota, Superior, Wisconsin and Manitoba, 
Canada) will hold its annual meeting at the Radisson 
Hotel, Minneapolis, Minnesota, March 26, 27 and 28, 
1950. 

District Seven (Arkansas, Kansas, Missouri and Okla- 
homa) will hold its annual meeting at the Marion Hotel, 
Little Rock, Arkansas, March 12, 13 and 14, 1950. 

District Eight (Texas) will hold its annual meeting 
in Fort Worth, Texas, May 21, 22 and 23, 1950. 

District Nine (Colorado, New Mexico, Utah and 
Wyoming) will hold its annual meeting at the Vail 
Hotel, Pueblo, Colorado, April 23, 24 and 25, 1950. 

District Ten (Alaska, Idaho, Montana, Oregon 
Washington, Alberta, British Columbia and Saskatche 
wan, Canada) will hold its annual meeting at the 
Davenport Hotel, Spokane, Washington, May 12, 13, 14, 
15 and 16, 1950. 

District Eleven (Arizona, California, Nevada and 
Hawaii) will hold its annual meeting at the Hotel 
Sainte Claire, San Jose, California, April 23, 24 and 
25, 1950. 

District Twelve (Delaware, District of Columbia, 
Marvland, Pennsylvania, Virginia and West Virginia 
will hold its annual meeting at the Hotel Statler, Wash- 
ington, D. C., February 12, 13 and 14, 1950. 





named general Store superintendent. As credit manager, 
he succeeded his late father, who held the post 50 years. 
Mr. Koch retains his position in addition to his new 
duties as superintendent. 





Mrs. Ida A. Hert 


The many friends of our genial Secretary, Arthur H. 
Hert, will join his associates in the National office 
extending heartfelt sympathy on the death of his mother, 
Mrs. Ida A. Hert. A resident of Indianapolis, Indiana, 
and in her 80th vear, she died suddenly of a heart attack 
on Saturday morning 
daughter Mrs. H. 


for the past 20 years. 


December 3 at the home of her 
Brown with whom she had lived 
Funeral services were held Mon 
day afternoon, December 5. Up to the time of her 
death Mrs. Hert enjoyed good health and had spent the 
evening with friends before becoming suddenly ill. 

While the loss of a loved one is a blow to the bereaved 
family, it is always comforting to know that, when taken 
suddenly, there is no suffering. In addition to Arthur 
Mrs. Hert is survived by her daughter and two grand- 
hildren.—L. S. Crowder. 


Cathryn Sullivan 

Cathryn Sullivan, Credit Manager, Morrison Hotel, 
Chicago, Ill., died in the Miller Hospital, St. Paul, 
Minn., November 28, 1949, of a heart attack. Miss 
Sullivan was with the Morrison Hotel for the past eleven 
vears, ‘and was one of the Nation’s best known hotel 
women, with a host of friends throughout the world. 
She went to the Morrison from the old Baltimore Hotel, 
Kansas City, Mo. Miss Sullivan had been a member of 
the N.R.C.A. for many years and was active in the Hotel 
Group meetings at several of our annual conferences. 





Wm. E. Glass Now President of Cottrell’s 

Appointment of William E. Glass as President, Cot- 
trell Clothing Co., Denver, Colo., has been announced 
by the board of directors. He succeeds the late H. 
Rodecker and has been a member of the firm for the 
past 21 vears. Mr. Glass entered Cottrell’s as Credit 
Manager in 1928 and in 1938 he was elected Vice 
President and Treasurer, a position he has held until his 
election as President. 





What Do You Think of This? 


\ suggestion comes to us from Harry Bunker, Credit 
Sales Manager, H. C. Oakland 
California, that we devote a page or a section in The 
Crepirt Wor Lp to items of current interest to the credit 


Capwell Company, 


profession. For example, Harry points out, news of 
proposed installation or discontinuance of equipment, new 
or improved credit procedures, as well as ideas relating 
to the underlying philosophy of credit management would 
be welcomed by fellow workers in the craft. He cites 
the fact that a few progressive firms are now cycle billing 
their installment accounts on an experimental basis and 
feels that publication of such news might arouse or in 
crease interest in cycle billing on the part of other credit 
managers. Other instances are cited of news-worthy 
items that deserve printing. 

We heartily agree with you, Harry, and we will be 
delighted to give space to such items. Of course, it is 
necessary for the members to send the material to us. 
Just give us the facts and we will prepare the story for 
publication. The item can be run over your name or 
if you preter 


you can remain anonymous. Send in your 


contribution now for the “What's doing in the Credit 


Department” section. 


Leonard Berry Is Married 


The National Office takes pleasure in announcing the 
marriage of Educational Director Leonard Berry and 
Miss Nancy Tuttle of Philadelphia, Pennsylvania, at 
the James Evans Memorial Presbyterian Church in Phila- 
delphia, on Saturday November 26, 1949. Mrs. Berry 
is a graduate of Syracuse University and for some time 
taught handcraft at the Moore Institute in Philadelphia. 
For the past eleven summers she has maintained a studio 
at Provincetown, Massachusetts, specializing in hand 
During the rest of the 
vear she had a studio in the Mid City Building in 
Philadelphia. 

The National Retail Credit 


hearty good wishes to Mr. and Mrs. Berry for many 


wrought sterling silver jewelry. 


Association extends 


They will make their 
University City, Mo. 


Dean Ashby Speaks at University of Nebraska 

Dean Ashby, Credit Manager, J. Brandeis & Sons, 
maha, Neb., and immediate Past President of the 
National Retail Credit 
English class at the University of 
Max Mever, Credit Bureau of Lincoln 
Lincoln, Neb., introduced the speaker. F. R. Cox 
Credit Manager, Gold & Co.., J. L. Owens, Credit 
Manager, Miller & Paine, and H. R. Amos, Credit 
Manager. Magee’s. Lincoln, Neb.. were also present to 


ears of happiness and prosperity 
home at 8360 Delmar Blvd., 


Association, spoke before an 
Nebraska recently. 
President, 


hear Mr. Ashby’s presentation of better letter writing 


Carl A. Bimson Promoted 
Carl A. Bimson has been elected executive Vice 
President ot the statewide financial institution of Ari- 
zona’s Valley National Bank. He joined the Phoenix 
branch in 1933, was made assistant Vice President in 
1939 and promoted to Vice President in 1940. In 1941 
he was elected a director. Mr. 


ot the N.R.C.A. 1940-41. 


Bimson was a director 





——Position Wanted—— 


SINGLE MAN, excellent character and education, with 


20 years of executive credit experience and office manage 
ment, desires change. At present in banking field but 
would like to return to credit and office management in 
i turniture, appliance or music store in work more 
kindred to past experience. Box 1292, The Crepri 


Wor_p. 


Compare with Any Other Way! 
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ur unique merchandise-fashion approach opened 


11,000 NEW ACCTS. =, 50¢ 


co 40% response! 








For a nationally-known Texas Dept. Store we 


revived in six months 50% of a 7500 list, or 


3725 INACTIVES .-::.. $241,000 
sree DFOZMGR woc 


160 FIFTH AVENUE, WN. Y.C. 10 
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Opinions of Management 


1. Proper training of credit personnel 
Because of the great importance placed upon public relations 
I am c nfident that our credit departments must train 
personnel to realize how necessary it is to have a friendly 
spirit exist between our customers and each department of 
our respective establishments. Inasmuch as the first contact 
is made with the credit department I believe that from that 
point on can be a basis for the establishment of a sound 
and friendly relationship. 
Consumer Education. 
Both of these points are definitely related because through 
our credit personnel we can start the training and edu- 
cation of our customers in a thorough understanding of a 
sound credit policy and to clearly show them how their part 
in that program can build a credit reputation for them- 
selves.—C. Blair, Controller, Braley & Graham, Portland, 
Ore 

:e @ 


We find that the tendency of department and floor 
managers to influence the credit managers to pass 
borderline cases for credit in order that they may 
get their quota is one of the most serious problems 
we face at this time. Of course, they are not alto- 
gether alone in this category as in a good many cases 
the executives are willing to take a chance in order 
to maintain their volume. We also feel that the con- 
sumer education would be of vital importance at this 
time as in the majority of cases the old day of Regu- 
lation W has practically been forgotten and we feel 
that the proper kind of publicity along this line 
would be very beneficial—Chas. E. Evans, Secre- 
tary & Assistant Treasurer, The Aug. W. Smith Co., 
Spartanburg, S. C. 

x * * 


The most impotrant credit problem now and next year is the 
expansion of credit in the endeavor to meet the rise in costs 
The tendency, nation wide, to build sales at the expense of 
sound credit is evidenced by the theory of government to spend 
our way into plenty, without regard to deficits. Sales pro- 
motion rather than increased efficiency appears to be the effort 
of many to offset higher cost of operating. Witness the bid 
for the G. IL. Insurance Dividends by advertisements to the 
veterans to buy now to the full amount of the dividend and 
pay February 10.—T. J. Foster, Treasurer, George C. Shaw 
Co., Portland, Me. 

eee 


We consider the most important credit problem 
for 1950 to make sure that the Credit Department 
will be promotional and sales minded in the exten- 
sion of credit, but at the same time it must use 
proper care in the granting of credit, especially so 
because of the more or less uncertain conditions ex- 
isting in the particular locality owing to the high un- 
employment rate which has prevailed for quite some 
time. This will require a close follow-up, both on 
old and new accounts, in an endeavor to obtain a 
satisfactory collection percentage in relation to past 
experience. Therefore, the Credit Department will 
have to take the proper attitude toward the exten- 
sion of credit, pursue a close follow-up through their 
Collection Department, and the net result should be 
a satisfactory operation and also a better control of 
bad debts.—William J. Hamilton, Treasurer, The 
Shepard Co., Providence, R. I. 

x~* * 


With the heavy inventories which department and specialty 
stores have at this time, and will probably have for the next 
quarter, it appears that there is a tendency to build sales to 
move merchandise. That is, to lower stocks and secure sales 
volume as near the 1948 figures as possible, which is not 
building sound credit policies. With this problem confronting 
us, disliking government controls as much as I do, I have come 


16 CREDIT WORLD 


JANUARY 195 


to the conclusion that at the moment I am in favor of con- 
sumer credit controls until something better is offered to protect 
our pelitical and economic system. The controls which the 
Federal Reserve system exercised were a great help in the 
education of the consumers as to their responsibilities in paying 
their accounts.—Roy Hubbard, Secretary & Treasurer, Regen 
steins, Atianta, Ga 
x * * 


Sales undoubtedly will be stimulated thereby, but 
too many people will be drawn into the market 
whose credit status does not justify extension on 
minimum terms and maximum time. Conservative 
firms, so advertising and then screening applicants 
carefully, will antagonize too large a percentage of 
prospects who, at a later date, could be sold on 
profitable terms, to say nothing of the tremendous 
collection cost increase, repossession, and other un- 
economic results—Eugene R. Jaeger, Vice-Presi- 
dent & General Manager, Southern California Music 
Co., San Diego, Calif. 


x * * 


Ihe greatest problem confronting retail credit for the com 
ing year is the tendency to increase sales without the proper 
consideration of sound credit. One can not help but notice 
that many firms are advertising their merchandise for sale 
with no down payment and in many cases they are not obtain- 
ing proper credit reports on consumers to whom these types 
of sales are made. Of course, these sales are made on mer- 
chandise that can be repossessed in case payments are not 
properly taken care of, but with the fact in mind that there 
is a definite readjustment of conditions concerning present-day 
employment, this is a hazardous way to increase sales profit 
ably In many cases the business firms are bringing about 
this condition by demanding their branches to keep up or in- 
crease their sales volume. In trying to do this their managers 
are accepting accounts that would have been refused a year 
ago. A good motto in such cases would be, ‘It’s better to cry 
over the merchandise than to cry after it.—Hamilton Jones, 
Hamilton Jones Food Store, Troy, Ala 


x * * 


The year 1950 promises to bring intensified com- 
petition for credit business, as well as for retail sales 
in general. The alert Credit Department must 
realize that it will face a return to fundamental 
service and collection problems. In addition to ag- 
gressive promotion of new accounts must come more 
speedy and efficient service to customers. Skillfully 
trained personnel will be required to cope with in- 
creasingly difficult problems of account collection. 
Since the consumer’s credit base will undoubtedly 
continue to broaden, real professionals will be needed 
to operate with reasonable credit losses on a budget 
consistent with a stabilized sales volume.—Arthur 
C. Kaufmann, Executive Head, Gimbel Brothers, 
Philadelphia, Penn. 

2 @ 


I consider the, most important problem for 1950 to be that 
top management takes into its confidence its credit executives 
to explain to them the necessity of maintaining a desired 
volume. With the increase of expenses and the desire to main- 
tain a satisfactory net profit return, the holding of volume 
with a minimum amount of losses is the goal. The credit ex- 
ecutive should be well versed on the store ae, and his 
views as regards the maintaining of the high sales figures 
should be deeply weighed. Many merchandise ye lhe. can 
be saved by a well-planned credit extension program. With 
the knowledge that he plays an important part in the store 
operations, the credit executive will lend every effort to enhance 
the volume of his store—Wm. E. Morgan, President, C. A 
Verner Co., Pittsburgh, Penn 


x * * 


The most important retail credit problem appears 
to me to be to determine whom to sell and up to what 
amount should the customer be entitled to oblige 
himself. A definite change in conditions along with 





The Current Trend 
Of Credit Thought 


Problem Jor 19507 
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the increasing unemployment is my reason for this 
expression. nless the credit granter keeps himself 
conversant with conditions from day to day, he will 
find his list of accounts for collection is growing.— 
Lilburn R. Railey, Jr., Secretary and Treasurer, 
Railey-Milan Inc., Miami, Fla. 


x** * 


Let us adopt a policy of a more careful scrutiny into the 
worth of the applicant when the account is opened. The old 
adage an account well opened is half collected will be more 
true than ever now. At the same time, let us adopt a firmer 
collection policy, not next year, or next month, but right now. 
This is the time to batten down the hatches before the storm 
hits. Too many credit managers are still living in the past 
era of easy collections and they are the ones that are going 
to wake up and find over-extended accounts that have become 
past due.—Frederic E. Skillings, Assistant Treasurer, N. T. 
Fox Co., Portland, Me 


Opinions of Credit Executives 


All the old chestnuts that we have had for years wil! be 
with us in 1950. We will be faced with a request for reduced 
operating costs and the need for maintaining collections at a 
satisfactory level. However, credit sales managers’ number 
one job will remain the promotion of more sales to more 
people, so that it will be necessary that we have a very aggres 
sive sales promotion program. New accounts must be solicited 
from every available source and through every hnown medium 
—R. H. Bulte, Stix, Baer & Fuller, St. Louis, Mo 


x* * * 


Our National Government and management of 
retail establishments should value the opinion of ex- 
perienced credit executives for the benefit of our 
National economy. By lax credit controls and 
present-day keen competition in credit terms we can 
look forward to and expect greater credit losses, 
more individual and business bankruptcies. The use 
of our credit bureaus, the observance of the three 
C’s of Credit, and relying on our experience as what 
is sound in extending credit should keep the concerns 
we represent in a liquid condition. This, in my 
opinion, will not only solve any credit problem in 
1950 but in all years to come—W. V. Beddow, 
Porter's, Birmingham, Ala. 


y = 2 


We must revise our conception of credit ratings to em- 
phasize capacity to pay rather than willingness to pay or past 
paying habits alone. As competition becomes keener, many 
firms and individuals who have been highly successful during 
the “seller's market” will be forced out of business and perhaps 
into bankruptcy. We are finding this true already, particularly 
in the real estate, food and liquors, and used car fields. To 
minimize our losses, we must add credit limits to credit 
ratings such as prompt, medium or slow. Establishing and 
observing such credit limits, we feel, will be our greatest credit 
problem in 1950.—Otis J. Briggs, Honolulu Star-Bulletin, Hono- 
lulu, Hawaii 

x * * 


The pertinent credit problem for 1950 is to en- 
deavor to expand credit sales along desirable direc- 
tions by carefully screening applications with the 
courage to limit or refuse those of doubtful considera- 
tion. It solves nothing for either the merchant or the 
consumer to overload the purchaser at the expense of 
ultimate collection. We cannot afford to be one 
tracked in our sales efforts by overlooking the fact 
that a good business transaction is a mutually advan- 
tageous one. Can we not render our best service to 
the community by conscientious and considerate dis- 
tribution of credit for the benefit of all concerned? 
—A. E. Cameron, Ware Pratt Co., Worcester, Mass. 


The most important credit problem for 1950, in my opinion, 
is the control of decreases in collections. This will mean that 
people working on collections will have to work harder than 
they have during recent years. ‘Then, of course, collection 
results must be maintained without offending too many people; 
this can be accomplished by persistent collection efforts, politely 
yet firmly applied. Control of buying on past-due accounts goes 
hand in hand with resultful collection procedure Careful 
control of overbuying will do much toward achieving desired 
collection results —John R. Clark, Monnig’s, Fort Worth, 
Texas 

x* * * 


Barring any further major strikes or sudden 
change in the foreign situation, I believe the most 
important credit problem in 1950 will be how to 
maintain volume with a satisfactory profit ratio in 
view of the tendency, nation wide, to build sales at 
the expense of sound credit.—E. Goodman, 
Burger-Phillips, Birmingham, Ala. 


ef e 


Consumer credit in the United States approximates seventeen 
billion dollars, almost twice the pre-war figure and a five-fold 
increase since the war. The uptrend is expected to continue 
and some informed sources believe the total could safely go as 
high as twenty to twenty-two billion dollars, if national income 
does not fall below its present level. This dominant school of 
thought points to the fact that in 1939 consumer credit was 11 
per cent of personal income after taxes, whereas in mid 1949 
it was only slightly above 8 per cent of such disposable income 
Conversely, Federal Reserve Board economists decry the ex 
cessively rapid growth in consumer credit on more and more 
favorable terms Undoubtedly overindulgence in soft credit 
terms is a dangerous practice at any phase in the business 
cycle; and the extent to which any given amount of consumer 
credit is dangerous varies directly with the soundness of the 
terms extended. In my opinion our major concern for 1950 is 
the growing tendency to build sales via selling terms at the 
expense of sound credit—J. T. Howell, Jr., Third National 
Bank, Nashville, Tenn. 

x** * 


From all indications, trends point upward. Em- 
ployment, prices, wages and taxes will remain gen- 
erally stable. Production will be higher, therefore, 
inventories will increase. Most people still have 
plenty of money. Those who don’t have it will 
borrow. They are going to spend it. The refund 
of veterans’ insurance will add to spending. This 
will bring about keen competition. Lax credit 
policies will lure customers. Inflation in use of 
credit is our problem. This condition warrants us 
to guard against extension of credit to such an 
amount as to seriously cause collections to lag, and 
to investigate more closely new and old accounts.— 
Stella Murphy, Citizens Savings & Loan Corp., 
Chattanooga, Tenn. 

x* * * 


Ihe state of the Nation's retail business depends largely on 
the balance of three major factors, merchandise stocks, credit 
management and sales volume Abnormal conditions of the 
forties kept credit management tightening or loosening the belt 
Now, with merchandise markets high in most lines and buyers’ 
markets leveling toward normalcy, the fifties present a need for 
aggressive selling and seasoned credit supervision. Some mer 
chants will liberalize credit terms while others will become 
competitive. This leads to repossessions and bad debt losses 
Watch the slack in that belt. Sales volume must be kept well 
in line and to accomplish that, selling must be done as 
efficiently in the credit department as in general management 
and direct selling —E. G. Nordstrom, Peterson-Harned-Von 
Maur, Davenport, lowa 

x* * 


As to the opinions on the most important retail 
credit problem confronting the credit granter, I sub- 
mit that reduction in credit office operating costs 
heads the list. The Credit Division must cut operat- 
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ing cost and contribute to a profit operation for the 

store. In face of the inevitable increase of work with 

decreasing sales and more liberal terms and the re- 

sulting slowing up in collections, there must be a 

saving in salaries. Moreover, there must be a sav- 

ing in the amount paid to less experienced help if 
those with long experience are to be adequately paid, 
and an incentive to the others to rise to the top is 

to be preserved—L. S. Oberhausen, The Lamson 

Brothers Co., Toledo, Ohio. 

x** 

Building sales and sacrificing sound credit is the greatest 
problem facing the credit man for 1950. Advertisements on 
hard goods stating nothing down and up to twenty-seven 
months are appearing daily in our city papers. Stores are 
advertising on open accounts to buy today and pay sixty days 
later This is the beginning to destroy everything that the 
credit fraternity has labored so hard to build in the last forty 
years. Let us do our utmost to stop this now, by trying to 
get our firms back on a firm credit policy —W. H. Ray, New 
Williams, Birmingham, Ala. 

x*x*re 

During the war years when money was plentiful 
and commodities short, our retail charge accounts 
were no problem. Now that we are in a buyer's 
market and the cost of living conditions is gradually 
mounting, the picture changes. The influence of in- 
stallment selling has weakened our position of thirty- 
day charge accounts. The public, in many instances, 

is overloaded beyond the capacity to pay current 

bills. Our obligations as Credit Managers are not 

to sell credit and terms, but to entrust the use of 
credit as a prized and valuable possession. We 
should advise our new customers as to credit policy 

at the time account is opened and consistently re- 

mind our old, valued but lax customers to keep their 

credit intact by prompter paying habits. Consumer 
education is a positive must for 1950 and the years 
ahead.—Rita Robinson, The Mid-South Oil Co., 

Memphis, Tenn. 

x*** 

The vear of 1950 will bring a broadening of credit coverage 
and a greater liberalization of terms. The amount of con- 
sumer credit outstanding will necessarily become greater with 
the growing demand for consumer goods. Terms will have 
to be made favorable to the purchaser and accounts must be 
collectable Ill-advised credit can well be the cause for an 
increased demand for regulation. Every credit executive will 
be called upon to meet these challenges. He will want to in 
crease sales, but this should be based on a solid foundation 
of constructive credit, individually appraised and metered to 
the particular needs of each consumer. Credit has to be attrac 
tive and productive—Clarence E. Wolfinger, Lit Brothers 
Philadelphia, Pa 

x~** 

One of the greatest problems facing credit granters 
in the year of 1950 will be the promoting of credit 
sales, through the credit office, with a view of bol- 
stering the lagging cash business, and at the same 
time maintaining a favorable collection percentage. 
This can be done only by the careful screening of all 
new accounts, the extending of credit lines on those 
accounts which we believe are entitled to an exten- 
sion, and a more intensive collection effort. The 
nation-wide tendency to build sales, at the expense of 
sound credit, is inadvisable—Harry Whitehouse, 
King's, Johnson City, Tenn. 


Opinions of Bureau Managers 


My personal feeling is that too much stress cannot be 
placed on what might be termed, educating the consumer to 
the functions of the Credit Bureau, and also to the proper 
use of the opportunities afforded them through the various 
channels of consumer credit extension his point has been 
raised by many credit bureau managers who are desirous of 
knowing the best form of procedure Through the Credit 
Gsranters’ Association of Toronto, we are hoping to inaugurate 
during the comimg vear a programme of visitation to the vari 


ous Commercial and Vocational schools in Greater Toronto, 


for the purpose of addressing the senior students on the vari 
ous phases of consumer credit as they affect our present day 
economy It is felt that through this medium much can _ be 
done to prepare them for the responsibilities which lie ahead 
——¢ B. Flemington, Credit Bureau of Toronto, Toronto 
Ontario, Canada 
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From general appearances, 1950 will again pose the 
question and with greater emphasis—When is a 
credit customer overloaded with credit? The great 
increase in our credit reporting business, collections, 
bankruptcies and trusteeships all point to the need 
for credit granters to seek the answer to the afore- 
mentioned question with more care in each individual 
case. Therefore, in my opinion, the greatest chal- 
lenge in 1950 is to obtain 100 per cent usage of 
Credit Bureau service with cooperation from all 
credit granters in the community toward the goal of 
full protection to themselves and the public.—Gordon 
Gray, The Cleveland Retail Credit Men’s Co., Cleve- 
land, Ohio. 

x** 


Proper training of credit personnel is one of the problems 
facing every credit office at this time. Until our personnel 
is educated, we cannot educate the consumer. Every person 
has two educations; one which he receives from others and 
one which he gives himself, which is more important. Knowl 
edge is a firm foundation; it causes uncertainty to give way 
to confidence; it encourages: one to go forward; it serves, too, 
as a restraint; it is the parent of caution; the basis for initia 
tive; it is a ‘shield ; it increases morale; it fosters and pro 
motes the worthwhile things of life. A properly trained credit 
personnel is well worthwhile—Mrs. Pat Hughes, Credit Bureau 
of Birmingham, Birmingham, Ala 


x~* 


The merchant is confronted with falling prices, a 
rather large inventory, considering changing styles 
and quality, a reduction in profits, and a staff which 
for several years has not had to fight for customers. 
He must appeal to a public which, having largely 
used up its war-time savings and expecting greatly 
reduced prices, wants to buy better quality goods at 
lower prices not for cash but mostly on credit. The 
merchant should plan to transfer part of his inven- 
tory and also his increased sales into sound regular- 
paying accounts receivable by establishing a flexible 
modern credit policy functioning under the guidance 
of an efficient credit manager and staff cooperating 
fully with the Credit Bureau——P. H. Laporte, The 
Credit Bureau, Timmins, Ontario, Canada. 


x~*e* 


Sales will be intensively promoted in 1950 but building 
sales at the expense of sound credit has always, in the long 
run, created unfavorable economic conditions detrimental to 
individuals and business generally Already many people are 
over-committed, borrowing from several lending agencies and 
are gradually but surely moving toward bankruptcy It is 
highly important for credit granters to know the applicant's 
financial status and his reputation for promptness in paying 
iccounts Up-to-date reports from the Credit Bureau will 
assist in establishing credit-worthiness—Max Meyer, Credit 
Bureau of Lincoln, Lincoln, Neb 


x**re* 


The one most important, if one can be singled out, 
is the tendency, nation-wide, to build sales at the 
expense of sound credit. With tax schedules and 
purchasing value of the dollar as they are, plus rapid 
change in economic status of so many people, that 
policy, if followed, without a sound investigation and 
basis on which to open accounts and extend credit, 
can only result in grief for all concerned, and should 
give all in responsible credit positions, pause, and 
make sure that such tendencies are corrected.—A. L. 
Peterson, Credit Bureau of St. Petersburg, St. 
Petersburg, Florida. 

x~** 


While reduction of all operating expense is the watchword 
of the day, and proper training of personnel and customer 
education are always with us as problems, I think the major 
problem confronting credit managers for 1950 is how to in 
crease the sales promotion activities. of their own department 
and to cooperate more closely than ever before in the store 
wide promotion program The expense of consumer distri 
bution is today based on large volume 
that volume to continue operations without more drastic cur 
tailments in expense than they care to adopt at this time In 
spite of customers — accounts at several stores, the credit 
account ts still the best way to tie a customer to one store, and 
there is an opportunity to help maintain volume, when it is 
threatened. —I. C. Ravson, Credit Bureau of Tulsa, Tulsa, Okla 


(To be continued next month.) 


Most stores must have 





Bureau Reports Speeded Up 


Macy’s, Kansas City, Mo. (formerly John Taylor's), 
have been successful in the use of a wire recorder machine 
to speed up the receiving of credit reports from the Credit 
Bureau. In using the recorder, a plug is attached to 
the sound box of the direct line Credit Bureau telephone, 
the wire recorder is plugged to this connection and 
turned on. When the Bureau has completed the reading 
ot the report, the machine is turned to rewind and the 
report is ready for transcription. The store reports 
that they are able to record 25 to 30 reports on one spool 
ot wire (one hour of recording time). The spools cost 
$6.00 each and can be used indefinitely with no shaving 
or other removal efforts necessary. 

They have made other savings by arranging with 
the Credit Bureau to supply them with credit history 
reports concerning the applicant’s trade relations with 
other Kansas City firms. These verbal wire reports cost 
sixty cents each, lower than the cost of the complete 
Kansas City credit report, and are adequate in most 
cases. 

Other benefits of the wire recorder system include 
a speeding up of credit service to customers. With the 
use of the machine it is possible to obtain credit infor 
mation the day after the application has been received. 
Contrast that to the two or three days required for the 
written style report. Faster service builds customer good 
will and satisfaction. ‘The wire recorder is also used for 
handling dictation in the credit department and the total 
savings are considerable. 

James O. Dodson, Credit Manager of Macy’s, points 
out that not only is the system less expensive, and faster, 
but it assures much greater accuracy. The Credit 
Bureau is enthusiastic about this medium of transmitting 
reports since it lessens the peak reporting load and allows 
the Bureau to give the store better service on other credit 
reports that must wait for the clearing of references and 
reports that require out-of-town reterences. 


How Minneapolis Does It 


Every vear for 31 years, the Minneapolis Credit Ex- 
change, Incorporated, has prepared a “Yellow Book” (so 
named for the color of its cover), listing the names and 
paying habits of every charge purchaser in the city and 
suburbs. The current book, distributed recently, offers, 
like its predecessors, accurate credit data compiled \from 
a number of sources and filed in thousands of envelopes 
in the bureau's cabinets. These envelopes contain a 
history of each individual to whom credit has been ex- 
tended, and include reports as to his (or her) promptness 
in paying bills, possible changes of address or of position; 
marriages, births, deaths, and legal actions concerning 


him or his family, and any other information that might 
pertain to his credit standing. 

Each of the 253,920 names listed in Minneapolis’ 
Yellow Book is followed by a symbol indicating the ex- 
act credit rating of the individual at the time of publi- 
cation. If he has paid his charge account promptly, a 
symbol after his name will testify to that fact; if he has 
completed term contracts promptly, that too will show 
on the record. Also, if a customer pays within 90 days 
atter purchase, or delays longer, he is rated accordingly, 
as prompt, medium, or slow. Nor is the “exchange” 
habit of certain customers ignored ; those who persistently 
return today what they bought yesterday are marked for 
excessive return of merchandise,” and, as a warning to 
the potential credit granter, symbols following some 


names indicate that they are definitely uncertain risks. 


Preparation of the Yellow Book occupies approxi 
mately forty people for more than half a year. The 


proofreading alone is a six months’ job for several 
people. And in addition to the envelope file, there is 
also a confidential file, often necessitating two envelopes 
for one name. Also, girls are employed by the bureau 
to visit municipal, district and federal courts, gathering 
information for the records. And all new spaper accounts 
of accidents, criminal proceedings and the like are clipped 
for future reference. Nor is the interest of the exchang: 
confined to local information; the bureau is linked with 
over 1,500 others throughout the country, making of 
credit records or detaults an open secret. 

In addition to the information available in the Yellow 
Book, however, merchants may obtain exhaustive data 
concerning credit applicants through the special services 
of the bureau. Reports verifying the identity, employ 
ment data, pay record, living conditions, character and 
habits of customers can be quickly prepared. Daily 
bulletins of public record, such as garnishment of wages 
etc. are also issued to members; and one department of 
the bureau is devoted exclusively to telephone information 
supplied to stores with regard to prospective credit 
customers. 

The Minneapolis Credit Exchange is staffed by 110 
employees, headed by C. A. Wildes, who has been termed 
the “spark-plug” of the organization, and who is Secre 
tary of the Retail Credit Association of Minneapolis, 
in addition to serving as secretarv of Charga-Plate Stores 
of Minneapolis, Incorporated. 

Through the presence of these three related organi 
zations it would seem that the people of Minneapolis are 
distinguished by a certain single-mindedness—an un 
swerving purposefulness regarding credit; a vision and a 
determination with regard to credit integrity that has 
caused Minneapolis to be known for more than four 
decades as the “Prompt Pay” city of America. Lehahel 
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Door-to-Door Account Solicitation 


FRANK LAYTON, Credit Manager, Strawbridge and Clothier, Philadelphia, Pa. 


TRAWBRIDGE AND CLOTHIER has been con- 

ducting “door-to-door” solicitation of new charge 
accounts in the Greater Philadelphia area for several 
years. This solicitation is a definite program, rather than 
a campaign, because it is carried on continuously through- 
out the year, and is included as a component part of our 
over-all sales promotion budget. 

Because of our long experience with this type of ac- 
count solicitation and the creditable standing which 
Strawbridge and Clothier possesses in the national com 
munity, we are often asked for an expression of opinion 
on one or more phases of the subject. Since these in 
quiries usually take the form of questions, I am listing 
a few general types here together with appropriate an- 
swers, for the benefit of those who may not have had 
the opportunity to study door-to-door solicitation ob 
jectively. 

Q. Does a door-to-door solicitation program tend to 
cheapen the store in the eyes of its customers? 

A. The answer here is a flat “No.” On the contrary 

our experience is that door-to-door solicitation builds 


public relations, if it is conducted properly. People on 


the whole appreciate the personal interest we take in 

them particularly by “going to the trouble” of having 

presentable women call at their homes with an invitation 

to open a charge account. 

Q. Do you prefer conducting your own program, or 
working through a specialized agency? 

\. We prefer the specialized agency. First, because 

we are freed from the detail and expense of hiring, 

training and supervising interviewers. Second, because 

we find that the professionals can do a better job than 

we can do ourselves. Third, we can control the number 

of accounts turned in and hence can budget for the 

program, much more efficiently. 

Q. Is your solicitation confined strictly to 30-day 
accounts? 

A. No. We find that many customers, for their own 

reasons, prefer budget accounts. “Therefore, while we 

originally offer the 30-day privilege, the interviewers are 

prepared to offer the budget type of Deferred Payment 

account where it is desired. 

Q. Doesn't your market for new accounts ever become 
saturated? 

A. No. We do not try to cover our entire trading 

area in a short time. Our operation is confined to a 

few interviewers who cover specially selected sections 
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of the city and its suburbs on a methodical basis. Since 
the population is always changing to some extent and 
many people aren’t at home when we first call it is 
possible to route the interviewers in such a way as to 
keep a steady stream of new accounts flowing into the 
store. 
Q. How do you get the new accounts to actually shou 
merchandise purchases? 
A. We believe that the number of accounts which are 
used within a given period depends on the standing of 
the store in the community. If the store is well known 
and respected, a large number of accounts will become 
active voluntarily. After a certain period, we follow-up 
all inactive accounts with a program of direct mail pro 
motion. In the long run, a majority of door-to-door 
solicited accounts become active enough to warrant a 
continuing program. 
Q. Do you have any seasonal preference in the solici- 
tation of accounts? 
\. Not particularly, we carry on the program through 
out the year. 
Q. Does “door-to-door” solicitation increase the number 
of bad accounts? 
A. Not noticeably. This is prevented by controlling 
the areas to be solicited and by ordinary care in the 
extension of credit, such as clearing through the local 
Credit Bureau. In addition obviously undesirable credit 
risks are not solicited by the interviewers. 
Q. Do you have many complaints against the inter 
viewers? 
A. When the interviewers are properly trained and 
supervised, such as those employed by our agency, com- 
plaints are few and far between. However we do re- 
ceive an actual benefit from complaints about our own 
service or merchandise. The interviewers look for these 
and turn them in to us immediately. This enables us to 
settle them amicably and quickly, thus saving us much 
valuable good will and business. 
Q. Would you say that “door-to-door” is the best 
ty pe of solicitation? 
A. I don’t believe that any one type of solicitation is 
the best. There are many good ways to solicit new ac 
counts, and door-to-door is one of them. Among its 
advantages are the facts that (1) it produces new accounts 
quickly in controlled numbers; (2) the cost is also con 
trolled and (3) it has the public relations value of a 
personal call. 





Q. Would you say that “door-to-door” solicitation 
increases sales volume? 
A. Yes. We know that this type of solicitation brings 
us new customers and new business that could not be 
gotten otherwise. There are literally thousands of people 
now buying from us who would never have become 
customers if they had not been personally solicited. 
These are some of the general questions that we are 
asked to answer each year about “door-to-door” solici- 
tation. Actually, the success of any solicitation program 
depends on the degree of effort, concentration, and con- 
trol that is put into it. We use “door-to-door” solici- 
tation primarily because it pays off in greater sales, but 
we do not use it to the exclusion of other methods of 
securing new accounts. 
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The National Office recently received an inquiry from 
a West Coast member asking what was being done by 
department stores to increase credit volume. In order 
to find out we sent a questionnaire to a group of repre- 
sentative department store credit executives. The results 
amply confirm our oft repeated dictum that the Credit 
Sales Manager should take the initiative in promoting 
plans and procedures for obtaining new charge account 
business.. 85 per cent of those responding indicated a 
more or less continuous program of new account develop- 
ment and inactive account renewal. Incidentally this 
questionnaire was directed to department stores only, 
but we shall be glad to make a similar survey for other 
lines if requested. 

In line with Mr. Layton’s splendid presentation above, 
we are glad to give a few excerpts from the scores of 
letters we received dealing with this vital problem. In 
future issues we shall offer more suggestions and ideas 
we received. We will be glad to hear from other 
members who feel that they have a contribution to make 
on this important topic. When publishing the opinions 
we do not show the name of the member or the store 
unless we are given permission to do so. 


Nashville, Tennessee 
. . Through employee solicitation we have opened over 
1,200 new accounts since September 1. Starting with 
September we placed in the selling departments credit 
application stands making it convenient for the customer 
to apply for credit. We offered to our employees 50 
cents for each account opened and becoming active 
We are constantly soliciting inactive accounts. This past 
fall we have printed messages on all our inactive accounts. 


Toronto, Ontario, Canada 

One of the newer solicitation methods which has 
proved most satisfactory is the Silent Interviewer or 
Charge Account application booth on our Main Floor. 
Since the booth was opened in March we have opened 


784 accounts for a dollar volume of over $23,000.00. 
These were better than average customers, and we feel 
that they were particularly busy ones who would not have 
taken the time to come to the Credit Office for an inter- 
view ... For several years we have followed a standard 
procedure of issuing two or three topical sketches of a 
seasonal theme on inactive statements followed by a 
personal letter from the General Manager 


Oakland, California 
Our present thinking regarding credit sales pro- 
motion is that we should stress the importance of caring 
for the customer now on our books rather than spending 
our energy in securing new charge customers. How- 
ever, we are not neglecting any opportunity to secure 
new charge customers. We have streamlined applications 
for credit in attractive fixtures in the selling area. We 
are also considering a personal representative to call on 
newcomers 
Boston, Massachusetts 
. So far in 1949 we have restricted our new account 
promotion to newspaper ads and distributing credit ap- 
plication desks throughout the store. The results of 
our newspaper ads were as follows: 
Paper A New accounts opened 1,183 
Paper B New accounts opened 489 
Paper C New accounts opened 802 
Paper D New accounts opened 581 Total 3,055 
An interesting observation is that in one paper our ad 
appeared on the back of the radio program and we 
continue to get an occasional application after five 
months. /n this ad we spread the whole application 


across the page it proved very effective 


Baltimore, Maryland 

For many years we have employed personal repre 
sentatives who do neighborhood calling. As a result of 
1eir work many new accounts are obtained each year. 


This is a regular and satisfactory procedure with us . 


Oklahoma City, Oklahoma 

. Our most productive program is what we call the 
Salesperson Solicit whereby our salespeople are trained 
to solicit charge accounts on the floor. They are supplied 
with a special type application form which is the same 
size as a salescheck and therefore fits nicely in the sales- 
book. Salespeople are paid one dollar for each account 
accepted as soon as it becomes active. Our experience 
with personal solicitation has been satisfactory. We 
employ a field hostess who obtains many profitable 
accounts. ‘The areas she covers are predetermined and 
existing accounts are eliminated by using the street 
address section of the City Directory. The hostess makes 
a house-to-house canvass as a sort of good-will gesture 
and solicits accounts only from those who do not have 
charge accounts in our store... . week 
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LEONARD BERRY 


This is a particularly good month in which to talk 
about collection letters. For one thing, Christmas with 
its frantic rush, when all our efforts are needed to main- 
tain good customer service, is passed. We have more 
time to devote to collection work. Also, the amount of 
money owing to us by our customers is likely to be 
larger now than at any other time of the vear. For 
many firms, January is the last month of the fiscal vear, 
hence, time for closing the books and transferring to the 
Profit and Loss Ledger those accounts showing seriously 
past-due balances. Now is a good time to give extra 
effort to such accounts and perhaps save them from be- 
coming Protit and Loss accounts. 


All these considerations add up to the fact that col 
lection letters will form the greater part of the out 
going mail bag during this time. It is well to remember 
that every collection letter that leaves your office sets 
out on a difficult and delicate mission. Here is what it 
must accomplish: Get the bill paid in the shortest 
possible time with the least amount of effort and keep 
the good will of the customer. Surely in the light of this 
requirement, collection letters deserve much care and 
thought in order to make them effective. 


Of course, the general rules of good letter writing 
apply to collection letters as they do to all letters, but 
equally important in determining success or failure is 
the attitude of the writer. Part of this attitude is to be 
“collection minded.” The collection correspondent 
should be constantly aware of the fact that the money 
owing rightfully belongs to his firm and that it is his 
job to collect the account as quickly as he can. He must 
be flexible and resourceful in selecting the appeal or 
appeals most likely to be successful, carefully studving 
the background of the account, and being patient until 
he finds the answer to his problem 

Another part of this attitude is “good nature.” The 

How you say it,” important in every letter, is more so 
in the collection letter. It is easy to allow a fretful 
peevish tone to enter into our collection letters and the 
temptation to become “tough” is sometimes overwhelm 
ing. Ot course, the successful correspondent will resist 
this temptation and will constantly seek to discover and 
use the “you” approach—the advantages to the custome: 
ot paying the bill. ‘These will always be more effective 
than the “me, mine, our” appeals. 

Finally, the collection correspondent needs as part of 
his general attitude, a sympathetic but realistic frame of 
mind. Compelled as he is to listen to many and varied 
reasons why payment is not being made, he must learn 
to distinguish between the cases of wilful neglect, and 
those of sheer inability to pay. Many customers lean 
unwarrantedly on seemingly difficult circumstances, and 
need courteous but firm insistence on the fact that obli- 
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gations are important and must be fulfilled. 


Lhe sincere 
customer in genuine financial trouble is entitled to his 
tactful and helpful cooperation in working out mutuall; 
satisfactory arrangements. The ability to make the cor 
rect distinction is the mark of a good collector. 

Success in collection work is gained by using the right 
combination of words and appeals that will make the 
customer want to pay the bill. To find the right combi 
nation requires persistent patience and good-humored 
tenacity. 

Our examples have been selected to show the various 
points discussed in actual use. Our thanks to these 


tine stores for allowing us to share these letters with you 


This Month's Illustrations => 

Illustration No. 1, used by Rich's In Atlanta, 
Georgia, is a splendid example of the friendly and co 
operative response that should be made when a satis 
\ good 


collection letter should bring either the money ot 


factory arrangement is offered by the custome: 
promise to pay. In this case a promise has been made 
the reply accepts the promise in a courteous manner, at 
the same time confirming the date. Should the payment 
lI 


not be made on the date, it is good collection procedure 


to immediately follow up. 

Illustration No. 2, used by J. L. Brandeis and Sons, 
Omaha, Nebraska, is a collection appeal to which no 
customer could possibly object. It has an agreeable tone 
and is easy to read. While this is used as a form letter 
the fill-in is aceurately matched, and the whole ette 
pleasing. The letter breathes friendliness and nterest 
in the customer. 


Illustration No. 3, used by Burger Phillips, Birmin, 


ham, Alabama, again demonstrates that a collection letter 


build good w 


can tell its story and at the same time ‘ 
Note how skillfully Mr. Goodman brings the customer 
into the picture. 
} 


This is a mutual problem, he assures 
eT and we can solve it vet l he select on oft 
| 


words that ple ise, rather n reproacn ind blame, has 


much to do with the success that this letter has enjoyed. 


Illustration No. 4, used by Thalhimers, Richmond 
Virginia, is an interesting approach to a particular situ 
ation. Faced with a difficult collection account and 
realizing that payment is likely to be effected only ove 

period of time, Mr. Davis has anticipated the soluti 
ind is making an offer to transfer the balance to a « 
tract arrangement. Undoubtedly, the background ot 
debtor has been reviewed and this seems to be the best 
way in W hich to secure payment. The small charge made 
for the contract arrangement will probably be acceptable 
to the customer. Note that the customer is not required 
to come to the office; the necessary papers are sent with 


the letter, thus saving any possible embarrassment. *** 
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Streamlining the Federal Government 


At the next session of Congress, there will be intro 
duced a series of bills intended to simplify and improve 
the functioning of the Federal governmental agencies 
at a reduced cost to the public. The spotlight was 
focussed on this at the National Reorganization Confer- 
ence held in Washington, D. C., by the national Com- 
mittee for the Hoover Report, on December 12 and 13, 
1949. Your Association has been vitally interested in 
obtaining economies and reductions in expenditures of 
governmental bodies throughout the nation, as witnessed 
by the Resolution passed at its Boston Convention (see 
the writer’s article in October, 1949, Creprr Wor tp, 
with which such Resolution was reprinted). 

The appalling waste and inefficiency of some of the 
larger Federal government operations were pretty clearly 
pointed up by an outstanding Wisconsin businessman, 
Walter J. Kohler, Jr. Some of the shocking revelations 
that came with the “task force’ reports of the Hoover 
bi-partisan commission, he said, were: “that the Army 
wanted tropical uniforms, at $129 a piece, for more 
men than there were in the Army; that it asked for 
money to modernize 102 more M-26 tanks than it 
possessed; and that in 1950 it suddenly required almost 
$1,300 million for the National Guard—$1,100 million 
or six times more than it had spent the year before.’ 


“But the thing which perhaps staggers businessmen as 
much as anything,” he said, “is the fact that our present 
system of appropriations still makes possible the perpetu 
ation of agencies like the United States Spruce Corpo 
ration. ‘This was the remarkable agency which remained 
in existence complete with officers, secretaries, even down 
to car and chauffeur, together with, of course, an annual 
appropriation, some twenty-six years after its purpose, 
the buying of spruce for World War I airplanes, had 
disappeared.” 

A housewife and women’s club leader of Massa 
chusetts, Mrs. Wesley C. Ahlgren, deplored the untidy 
housekeeping of many of the Federal departments, point 
ing out the instance, among others, of the Army having 
torn down a camp built in Alaska for $16,000,000, ship- 
ping the lumber to Seattle, only to have it transferred to 
the Interior Department and re-shipped back to within 
10 miles of where it had been obtained in Alaska in the 
first place. Mr. Kohler continued: “There is always 
surprise on the part of businessmen that the Veterans’ 
Administration can—and did—request a billion dollars 
from Congress with no other explanation than that it 
was for salaries and expenses. Whose salaries? What ex 
penses? What are we going to get for that billion 


dollars? Businessmen are equally incredulous when 
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HAROLD t. SCHILZ, Counsel, National Retail Credit Associations Washington D 


they learn that the Veterans’ Administration employs 
about four times the personnel of private companies to 
service veterans’ life insurance policies and takes almost 
five times as long to pay death claims.” 

It was pointed out by Thomas M. Searles, President, 
Equity Investment Company, Philadelphia and director 
of the Veterans’ Administration survey that its operations 
constitute a tax-mortgage on every individual in this 
country of some $1500 payable at some time in the 
future; nevertheless, it takes that department an average 
of 80 days to pay a veteran’s death claim, against an 
average of 15 days used by commercial insurance com 
panies employing less personnel and being met with more 
complicated legal and other problems than the govern 
ment. 

Former President Hoover, in his address stressing the 
Eight-Point program of reorganization reform to be 
presented to the next Congress, pointed out that at the 
time of the investigation by the commission he headed, 
government civilian hospitals had beds for 225,000 
patients, with only 155,000 occupied, and yet Congress 
had been asked to make and had authorized appropri- 
ations for an additional 50,000 beds at a cost of $1,300, 
000. During his address, a. message from President 
Truman was read stating that he was in agreement with 
and supported the main features of the proposed reforms. 

But of course it was recognized that the average 
citizen must understand the program of reform and 
advocate it to his own Congressman and Senators, before 
effective drive can be obtained behind the program. 
State Committees for the Hoover Report have been set 
up in each state, captained by able men. During one of 
the luncheon conferences I had the pleasure of sitting 
next to the Chairman of the Montana State Commission 
for the Hoover Report, Norman Winestine, President, 
Fligelman’s, Helena, Montana, who told me that his 
store has long been a member of this Association. That 
meeting, incidentally, was addressed by Senator Aiken, 
and Governor Stevenson of Illinois, both of whom under 
scored the fact that support for the program must be 
enlisted from your Congressional representatives by the 
active expressions of interest and support of individuals 
and civic groups. 

The need of Postal reform brought the remark from 
Former President Hoover that “the ghost of Benjamin 
Franklin” still pervades the halls of that department. 
He said: 


|. reorganization of the Civil Service—the personnel 


What is the program immediately ahead ? 


problem (now shot-through with red tape), 2. reorgani 
zation of government budgeting and accounting, 3. re- 


(Turn to ‘‘Streamlining,”’ page 27.) 








Your Cooperation Please 


A recent questionnaire to members indicates that the 
readers of The Crepir Wortp want more practical in 
formation on everyday problems of the credit depart 
ment. The pages we devote to Letrers, SALES Pro- 
MOTION, CREDIT AND COLLECTION PROCEDURES, CREDIT 
CLinics AND COLLECTION ScoREBOARD find particular 
approval. The National Office would like to give you 
these departments monthly. 

You will understand that to accomplish this, we need 
your cooperation. In order to publish the material, we 
must first obtain it. You are invited to send in any 
item or items that you think will benefit the profession. 
Our role will be that of a clearing house of ideas and 
procedures. Your cooperation is essential to accomplish 
the purpose of making The Creprr Wortp an effective 
factor in the betterment of credit management. 

Cooperation is a two-way street, and in addition to 
soliciting your contributions we are glad to give you 
any help on your perplexities. Write to us if you have 
a special problem. If we do not know the answer, we 
know where to obtain it. 

Check Cashing Charges 
‘ 

\ check cashing service is a widely appreciated courtesy 
by means of which the Dayton Company, Minneapolis 
Minn., has made friends with patrons from all sections 
of the Midwest for the past quarter century. Their 
policy is to cash any and all checks from any bank in the 
United States. 

If the individual is unknown, valid identification such 
as a driver's license, social security card, or discharge 


papers is required. But no limit is placed on the size 


of the checks the store will cash, great or small. No 
charge is made for cashing checks presented in payment 
of merchandise. The charges for check cashing service 
are as follows: Checks drawn on Minneapolis and St. 
Paul banks, up to 
ne ee ae ‘ 7 ie ee cree an s¢ 
$51 to $100 , i at ee a . 10¢ 
Each additional $100 or fraction thereof . . 5¢ 
Out-of-town checks collectible through the Federal 
Reserve Bank: up to $50 ....-+--. « « WO 
ee a es Sal a ee 4g wd ge! wl 
Each additional $100 or fraction thereof . . 10¢ 
Out-of-town checks not collectible through the Federal 
Reserve Bank: up to $10 i ee ee 6 Oe 
2 2 tee eae ee ee oe ae ee ee 
Each additional $100 or fraction thereof . . 20¢ 
The cashiers are employees whose judgment and ac 
curacy have been proven. And while they make occa 
sional mistakes, the losses average no more than .001 per 
cent annually.—Department Store Economist. 


Card Reactivates Accounts 


In the November Creprr Worup we illustrated an 
attractive greeting card to be sent to inactive charge 
account customers. The response was unusually good 
and as the card has been re-designed we decided that it 
would be well to show the new card. It is a colorful 
lithographed folder with the front cover as shown below 
at the left and when opened it appears as shown at the 
right. The mailing piece has a light and friendly touch 
which has proved to be appealing to customers and fosters 
the personal feeling toward the store that is so much to 
be desired. Samples may be secured by writing to the 
Gibson Greeting Card Company, Cincinnati, Ohio. 
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Interviewing the Declined Applicant at the Credit Bureau 


J. E. SHAPLAND, Manager, Credit Bureau of Hamilton, Hamilton, Ontario, Canada 


E CANNOT say that interviewing the declined 


no direct interest in the store’s decision. We are a third 
applicant is a pleasure at any time. 


It is a job 


that necessitates a lot of good judgement, tact, diplomacy, 
and artful explaining. We need to be very watchful 
and alert in order that we may achieve the result hoped 
tor. 

In almost all cases a successful interview can only be 
accomplished when the applicant has been declined or 
deterred credit by proper procedure and explanation at 
the store. In otk + words, it is necessary that the credit 
bureau be on the offensive and the customer be on the 
defensive. If the reverse happens, there is little that can 
be accomplished and it would often be better if the 
applicant never called at the credit bureau office. We 
will try to explain just what we mean. 


Declining Accounts Properly 


The customer is declined credit at the store properly, 
as, “Sorry, but we do not appear to be able to grant 
you the credit accommodation you ask for, can we not 


sell you the goods for cash or on our lay-away plan?” 


challenging remarks from the customer—reply,-—“We 
appear to have some difficulty in obtaining sufficient 
favourable information.”"—more customer conversation, 
reply, ““We are members of the credit bureau, mer 
chant-owned pooling system of credit information, and 
their records do not meet the requirements of our credit 
department’ —more conversation,—reply,—“‘You may be 
able to assist the credit bureau if you were to call and see 
them, it’s permitted.” 

Thank goodness, the majority of them do not come to 
the bureau because, if they all came, it would take at 
least one person’s time for interviewing and this would 
be costly. Besides, it takes a lot of training and experi- 
ence to properly handle these persons whose tempers have 
been well warmed up. Most of them do not come, but 
with those who do, we do the best job possible. 

Regardless of what they may want to talk about we 
try, and insist on, explaining how the credit bureau 
operates. The reporting of credit accounts when opened, 
the rating of them when closed, and the interim check 
ing On Open accounts to ascertain if present accounts are 
paid to date. We are not a blacklist bureau recording 
only derogatory items but we give credit for every prompt 


account too. In fact, 80 per cent of our items are tavour 


able recordings. 


We emphasize that we do not say that they are good 
pay, or slow pay. We merely give a ledger history of 
their credit accounts, whether a charge account is paid in 
10 months or 15 months. We do not O.K. or reject 
tke credit. We explain that the credit policies of stores 
differ, and one may accept or another reject on the same 


record. It is their goods and their business and we have 
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party, a central office of the merchants, to keep and pool 
information for them. 

Quite a number are satisfied with this explanation 
knowing full well that they are slow pay but many will 
insist on having paid all accounts promptly and want 
to know who reports them as slow pay. Then we have 
more explaining to do, that we do not divulge the 
names of their creditors to anyone, not even to the store 
paying for the information. But, if they will tell us 
where they have bought on credit, we may be able to 
discuss it with them. Then they start to tell us where, 
and we assist their memory as to date, amount, terms 
and how delinquent they really were in paying. ‘Then 
they usually admit their slow paying. 

lf the record is very unfavourable, we usually explain 
that they have mis-used their privilege to the disadvantage 
of former creditors and themselves. Consumer credit is 
not necessary individually, it is only a privilege tor those 
who properly budget their pay envelope and keep their 
promises to pay as arranged with the store. We ask 
them, “If you were the store, would you be willing to 
give credit to a Mr. or Mrs. Hopkins whose credit 
dealings had been very troublesome to vour _ tellow 
merchants ?” 

Every member is under signed agreement not to 
divulge any part of the information to the debtor or to 
anyone else. This is sometimes done, and it happens 
very often when the challenging debtor is progressive 
enough to entice the store employee to make some remark 
as—“You had goods repossessed,” “There's a balance of 
$42.00 owing on an unsatisfactory furniture account,” 
“The bureau says you are bad pay and will not O.K. the 
account,” “If the bureau O.K.’s it, we will open the 
account,” “Go to the credit bureau and they will clear 
your record,” “Pay your slow accounts and that will 
make your credit good.”” These are remarks that divulge 
information. They are incorrect statements. ‘This is 
destructive procedure and unfairly “passes the buck’’ to 
the bureau. Interviews at the bureau following any such 
remarks, are usually destined to be a failure. 

Debtors are on the Offensive 

All declined debtors are more or less on the offensive. 
They intend to be the attacking party. Improperly de 
clined debtors are definitely and positively on the often- 
sive and our opportunity for a satistactory interview Is 
ilmost nil. We realize this and usually make it short 
We prefer to use our time with those who have been 
properly declined. 

We have made many hundreds, maybe thousands ot 
successful interviews whereby we have the satisfaction 
of knowing that these people now pay promptly with 


I 


profit to our members and self-respect to themselves. *** 





%9 
**Communism 


mmm «| (Beginning on page 4.) TUN, 
here will be up to you, kind reader. It is you who will 
have to wake up and clear your vision. Perhaps the 
Communist was not far wrong when he said, “there is 
no God to fear.” Perhaps we have stressed too much the 
fact that we are a “God fearing” people. If we have 
not got beyond the fearing stage, we lay ourselves open 
to almost anything. You and I have a most important 
decision to make. How will we respond to the following 
statements ° 

“The Master said: 
The first of all the commandments is, Hear, O Israel; 
The Lord our God is one Lord: And thou shalt love 
the Lord thy God with all thy heart, and with all thy 
soul, and with all thy mind; and with all thy strength; 
this is the first commandment. 
And the second is like, namely this, Thou shalt love thy 
neighbor as thyself. There is none other commandment 
greater than these. 

The Fool said in his heart, There is no God.” *** 





HEH PPE EEREEGASEEREEEEL TSOP EEE 


“Streamlining” 
(Beginning on page 24.) (mm 

organization of the Post Office, 4. unification of the 

Federal hospital services, 5. unification of water con- 





servation services, 6. unification of agricultural land 
services, 7. unification of transportation services (a ship 
must now clear its papers through 15 agencies in order 
to leave the port of New York; only one should be 
necessary), 8. consolidation and reduction of the 65 
independent agencies which now report directly to the 
President. 

How can you help? Probably the best way would 
be through your State Committee for the Hoover Report. 
By writing to the general headquarters of the Citizen’s 
Committee for the Hoover Report, 1421 Chestnut Street, 
Philadelphia 2, Pa., or its publications’ office, 15 West 
46th St., New York 19, New York, I am sure that you 
can readily obtain the name and address of your State 
Chairman. 

With the annual deficit increasing by five billions of 
dollars, with the prediction that savings of several billions 
can be effectuated each year by these reforms, Mr. 
Hoover felt justified in calling the reforms “a necessary 
condition to the winning of the cold war.” wae 


L. L. Hill Joins A. J. Wood 

Lyman L. Hill has joined the A. J. Wood Company 
as its Western Division Manager with permanent offices 
in Chicago. He is a past president of the American 
Marketing Association, 1947 Chairman of Rotary Inter 
national’s Magazine Committee, Advisor to the Secretary 
of Commerce for the National Distribution Council and 
past chairman of the Census Advisory Committee of 
AMA. The new appointment was brought about. by 
the continued expansion of the company’s facilities. 


H. C. Fleenor Purchases Anderson Stores 

Henry C. Fleenor has purchased five C. C. Anderson 
stores in Idaho and Oregon from Allied Stores Corp. 
He recently resigned as secretary-treasurer and director 
of C. C. Anderson after a 19-year association. 
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In this newly prepared Volume, we 
have gathered together a selection of 
letters and forms written for special 
purposes but -which can easily be 
adapted to other businesses. 


With increased responsibilities and 
the manpower shortage there is less 
time these days for the busy Credit 
Manager to sit down and write that 
difficult adjustment, good will or 
perhaps “trying” collection letter. 
Here is your opportunity to secure a 
practical, up-to-date booklet containing 
142 excellent examples of credit 
department letters and forms of all 
types, among which are: 


e@ Account Solicitation 

@ Collection 

@ Declining Account 

@ Adjustment 

@ Credit Sales Promotion 

@ Inactive Account 

@ Good Will 

@New Account Acknowledgment 
® “Thank You” 


Many of these are seasonal, others tie 
in with anniversaries, etc. A letter for 
every purpose. 


Only $1.00 to members—$1.50 to 
non-members. 


BE ONE OF THE FIRST TO 
ORDER A COPY! 


o 
NATIONAL RETAIL CREDIT 
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Shell Building + + St. Lovis 3, Mo. 
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Compiled by the Research Division 
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Birmingham Ala 
Boston Mass 
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Columbus Ohi 
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Des Moines la 
Detroit. Mich 
Grand Rapids Mich 
Kansas City Mo 
Little Rock Ark 

Los Angeles. Calif 
Louisville Ky 

Lynn Mass 
Milwaukee Wis 
Minneapolis. Minn 
New Orleans. La 
New York N Y 
Oakland. Calif 
Omaha. Neb 
Pittsburgh Pa 





Providence R I 

St Louis Mo 

Salt Lake City Utah 
San Francisco. Calif 
Santa Barbara. Calif 
Sioux City. Ia 
Spokane Wash 
Springfield Mass 
Toledo. Ohio 

Tulsa. Okla 
Washington. D C 





Worcester Mass 
Youngstown. Ohio 
Ottawa. Ont 
Vancouver B C 


Victoria, B C 




















INSTALMENT ACCOUNTS receivable of department counts were 16 per cent higher than in September and, when 
stores rose 7 per cent during October, the third consecutive related to accounts receivable on the first of the month, 


month of increase. At the end of the month they were 13 

’ . yielded a collection ratio one point above that for the pre- 
_ cent larger than on the corresponding date of 1948. ceding month. Department ans sales transacted on a ae 
Collections on accounts of this type in October kept pace : . pe BL SWOTe Sales ss 0 as 


with the mounting indebtedness; consequently, the collection or charge-account basis failed to show the usual seasonal 
ratio for October remained at the September level. Charge increase in October and were well below the volume of a 
accounts receivable, which expand seasonally at this time of year earlier. Instalment sales, on the other hand, rose 9 
the year, were 5 per cent larger on October 31 than a month per cent above the September total and, in comparison with 
earlier but 8 per cent below the amount outstanding on the the relatively low volume in October last year, were up 19 
corresponding date a year ago. Collections on charge ac per cent.—Federal Reserve Board. 
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General Business Conditions 


rHE RATE OF business activity has been affected only mod- 
erately by the strikes in the steel and coal industries and total 
volume remains within 6 per cent of the high point of a year 
ago. The drop in factory output was much greater, of course, 
but even while those industries were shut down most business 
activity continued with but little change. Demand for nearly 
all kinds of goods has remained at about the same levels as 
prevailed earlier in the year and, unless more serious interrup- 
tions should occur this month, business will be very close to 
the peak during the holiday buying pericd. 

The stability maintained during the uncertainties of the 
weeks during which large numbers of people were not work- 
ing due to labor-management disagreements, reflects the force 
of the basic factors which now operate to sustain activity. 
As long as these forces remain strong, no major declines can 
take place and prospects appear to be favorable for at least 
the early part of next year. Even if some businesses should 
fall off, these declines are likely to be offset by the stimulus 
which large demand provides for other lines of business. 

Conditions are better than the national average in three 
major areas of the country. The largest area is in the South 
and the Southeast where the good cotton crop, stable prices, 
and expansion in several industries are helping to keep busi- 
ness volume at a very high level—almost equal to that of a 
vear ago. The other areas are in parts of the Middle West 
and tLe Northwest where, in spite of the decline in farm in 
come due to lower prices, retail sales are being maintained 
Activity is also high in the Detroit area where automobile 
production has reached new peaks 

In the East and Northeast activity is still lagging as it has 
been for many months but many significant indications of 
improvement are becoming more evident The volume of busi- 
ness in the New England states is equal to the national aver- 
age for the first time in many months. Activity is also holding 
in the region around New York City and throughout most of 
New York state he sustained demand for consumers goods 
has helped keep production from falling off in all those areas 
where the industries making these goods are predominant 

Business activity has been lagging most in the industrial 
area south of the Great Lakes, where the production of steel 
and heavy machinery constitute such a large percentage of 
the total business. As normal operations are resumed in these 
industries, conditions will rapidly improve and will probably 
appear much more favorable next month. Activity is also 
lagging along the Pacific coast, although some of this relatively 
poor showing is due to the fact that business was unusually 
good in that section of the country a year ago. As compared 
with prewar years, however, activity in these states has made 
larger gains than in most other places and indications are that 
most of these gains will be held 

In Canada, the rate of business activity has been rising 
gradually and is slightly higher than it was a year ago 
Gains have been indicated in both the industrial and the agri- 
cultural regions. Farm income has risen substantially and 
crops this year are expected to be about the same as average 
Demand for products remains strong, as both domestic and 
foreign buyers are continuing to purchase in large quantities. 
Stability at a high level is the predominant characteristic of the 
current situation.—Business Bulletin, La Salle Extension Uni- 
versity, Chicago, III. 


Consumer Credit 


CONSUMER CREDIT outstanding at the end of Octo- 
ber is estimated at 17,187 million dollars, 388 million more 
than on September 30. Instalment credit continued to ac- 


count for the major portion of the expansion. Instalment ‘ 


credit in October expanded at approximately the same rate 
as in the two preceding months and at the month-end 
amounted to 10,171 million dollars. Automobile sale credit 
originating at dealers increased 4 per cent further to an 


estimated 3,002 million. Other sale credit showed a similar 
percentage rise which brought the amount outstanding to 
2,676 million dollars on October 31. Instalment loans also 
rose further in October to 4,493 million dollars. Total 
instalment credit outstanding at the end of October was 
nearly 2 billion dollars larger than on the corresponding 
date of 1948. More than one-half of the total expansion 
over the year-period occurred in the automobile segment. 
Charge accounts receivable rose 2 per cent in October, less 
than the increases during the corresponding month in other 
recent years. The estimated amount outstanding on Octo- 
ber 31 (3,192 million dollars) was nearly 8 per cent below 
the year-ago figure—Federal Reserve Board 


Retail Furniture Report 


RETAIL FURNITURE store sales increased in October as is 
customary during that month with substantial gains recorded 
for both cash and credit sales. Cash and charge-account trans 
actions were below the dollar volume of a year earlier by 15 
per cent and 12 per cent, respectively; while instalment sales 
which had contracted sharply in October 1948, expanded over 
the yvear-period by nearly one-fourth Instalment accounts 
receivable rose 5 per cent during the month and on October 31 
were substantially above the outstanding indebtedness of a 
year earlier. Collections on instalment accounts were nearly 
one-tenth larger than in September but in about the same 
volume as in October 1948 The rate of repayment during the 
month this year indicated that accounts were being liquidated 
on the average, in about 16 months, the average length of 
time required during the summer months, but around three 
months longer than a year ago Inventories were built up 
further in October as is customary during this period of ex 
panding sales volume. At the month-end inventories continued 
substantially below the retail value of a year earlier. Stocks 
equivalent to about four months’ supply at the prevailing rate 
of sale are being maintained currently A year ago hive 
months’ supply was customary.—Federal Reserve Board 


Consumer Instalment Loans 


CONSUMER INSTALMENT loan balances of the 
principal types of lending institutions increased about 1 per 
cent in October, and at the month-end amounted to 3,591 
million dollars. The 28 million monthly gain was shared by 
all types of lenders except industrial loan companies, whose 
balances were unchanged from the preceding month-end. 
The total for all lenders was about 15 per cent higher than 
on the corresponding date last year. Loan volume during 
October was approximately 1 per cent less than in Sep- 
tember, but showed a year-to-year rise of about 21 per cent. 
—Federal Reserve Board. 


Retail Instalment Credit at Furniture, 
Household Appliance, and Jewelry Stores 


INSTALMENT ACCOUNTS receivable of furniture, house 
hold appliance, and jewelry stores expanded at a more rapid 
rate in October than in the preceding month. On October 31 
outstanding indebtedness at jewelry stores was only 5 per cent 
above that of a year earlier, but at furniture and household 
appliance outlets the year-to-year gain was about 20 per cent 
Collections on instalment accounts of furniture and jewelry 
stores were slightly accelerated in October and the collection 
ratios returned to the August levels of 12 per cent for furniture 
stores and 14 per cent for jewelry stores. Collections of house 
hold appliance stores in October amounted to 12 per cent of 
their first-of-month instalment accounts outstanding, the same 
as in the preceding month The average period required to 
liquidate instalment accounts at all three kinds of retail outlets 
was materially longer in October than in the corresponding 
month of 1948.—Federal Reserve Board 
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Des Moines, lowa 

The new officers and directors of the Retail Credit 
Association of Des Moines, Des Moines, lowa, are: 
President, F. G. Phillips, Globe Machinery & Supply 
Co.; Vice-President, Mason Koontz, Flynn Dairy Co.; 
Secretary, E. H. Biermann, Credit Bureau of Des 
Moines; and Treasurer, Louis Eubank, Central National 
Bank & Trust Co. Directors: Ira J. Wills, Younkers 
of lowa; R. H. Jones, L. Ginsberg & Sons; Dorothy 
Patterson, Leachman Lumber Co.; G. F. McCormick, 
State Finance Co.; Almon C. Parmenter, Iowa Method- 
ist Hospital; and Blaine Freimuth, Frankel Clothing Co. 


Spartanburg, South Carolina 

The Associated Credit Managers of Spartanburg, 
Spartanburg, South Carolina, elected the following officers 
and directors for the coming year: President, Charles 
E. Evans, Aug. W. Smith Co.; First Vice-President, 
Luther Boswell, C & S National Bank; Second Vice- 
President, Jim Reaves, Devoe & Reynolds Paint Co.; 
Treasurer, Mrs. Wilma Swain, Montgomery Ward & 
Co.; and Secretary, D. Perry Slaughter, Jr., Credit 
Bureau of Spartanburg. Directors include the officers 
and: Robert L. Handell, First Federal Savings & Loan 
Association; and Claude A. Sherrill, Foremost Dairies. 


Notice 
Secretaries of local N.R.C.A. units throughout the 
country should send to the national office the new list of 
their officers and directors for the coming vear immedi- 
en t : ‘ 
ately after their annual election to A. H. Hert, Secretary 


N.R.C.A., 218 Shell Bldg., St. Louis 3, Mo. 
Buffet Supper at Los Angeles 


All students completing the educational course of the 
Los Angeles Retail Credit Association, Los Angeles, 
Calif., were guests at a buffet supper on examination 
night, November 30. They had the opportunity to look 
over the offices of the Association and at the same time 


isk any questions as a result of the many references made 


by the speakers during the course. 


C. E. Penny Heads Oklahoma Credit Men 

Clarence E. Penny, Credit and Office Manager, 
Sturm Clothing Co., Oklahoma City, Okla., was elected 
President, Oklahoma Retail Credit Association at their 
annual meeting held in Tulsa recently. Mr. Penny was 
imony the 50 delegates to the conference trom Okla- 
homa City 


Sixth National Marketing Conference 
The Domestic Distribution Department of the Cham 


ber of Commerce of the United States will sponsor its 
sixth National Marketing Conference at Hotel Book- 
Cadallic, Detroit, Michigan, Tuesday and Wednesday 
February 28 and March 1, 1950. Members of the 


Association are cordially invited to attend this conference. 
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Dallas, Texas 

New officers of the Dallas Retail Credit Managers’ 
Association, Dallas, Texas, include: President, R. A. 
Jackson, Volk Bros. Co.; First Vice-President, td : 
Hosmer, Fishburn Cleaners; Second Vice-President, F. 
M. Boyd, Anderson Furniture Co.; Secretary, J. E. R. 
Chilton, Jr., Merchants Retail Credit Association; As 
sistant Secretary, Chellie Sue Bragg, Merchants Retail 
Credit Association; and Treasurer, Jack N. Fanning, 
Texas Bank & Trust Co. Directors: Steve J. Barrett, 
Magnolia Petroleum Co.; LeTrude McIntyre, Texas & 
Pacific Railway; J. R. Yeargan, Hart Furniture Co.; 
Allen Barker, Manor Baking Co.; E. B. Massengill, 
Lone Star Gas Co.; W. O. Frosch, Oak Cliff Bank & 
Trust Co.; Viola Spence, Dr. W. C. McCaskill, Jr.; 
M. J. Reilly, Times Herald; G. G. Alexander, Linz 
Brothers; G. W. Gardenhire, Dreyfuss & Son; Bernice 
English, Colbert's; and E. P. Kirkpatrick, Fakes & Co. 

New Orleans Resolution 

At the annual meeting of The Retail Credit Associa- 
tion of New Orleans, the following resolution was passed : 

WHEREAS, the National Retail Credit Association, 
through its management and staff, has in numerous ways 
extended to us courtesies and services contributing im 
mensely to the success of our Association, 

BE IT THEREFORE RESOLVED that we express 
our sincere appreciation and lasting gratitude for the 
many favors extended to us. 

Seattle Credit Clinic 

Harry L. Steiner, chairman of Seattle’s Credit Clinic 
reports that top level management will be the theme of 
their 1950 Clinic. 


tinuing on alternating ‘uesdavs and Thursdays for two 


Beginning on January 31 and con 


weeks, the Clinic will present the Northwest's outstand 
ing civic leaders as well as the highest qualified economic 
and legal authorities. The Program will be devoted to 


constructive and long range credit management. 


E. N. Anderson 


Seattle and all Pacific Northwest credit granters were 
saddened to hear of the sudden passing of Ed. N. Ander 
son, Credit Manager, Shell Oil Co., on October 7. He 


was a leader in Seattle's credit activities since he came 





He was a member of the 
Board of Directors, Seattle Association of Credit Men; 
President, Retail Credit Men's Association in 1947-48 
Vice-President, District 10, N.R.C.A., 1948-49; and was 
General Conference Chairman of the Pacific Northwest 


to that citv seven vears ago. 


Conference in Seattle last May. He received a member 
ship award from the N.R.C.A. at the Bantt Conference 
for the lotal Chairman reporting the greatest number ot 
new National members in 1946-47. 


Andy will be missed 


» all who knew him. 





I ChE NEU 
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MARRIAGE IS raising havoc with college budgets, 
according to W. J. Jordan, president of Radcliffe College. 
He reported that 40 per cent of all girl students who 
withdraw before graduation do so to get married. 

x*x*«rk 

IT COSTS the United States Government an average of 
2.59 cents to produce, distribute, sell and handle each one- 
cent postal card. ae t 

POST-WAR spending for highways, schools and public 
utilities has piled record debts on state and local govern- 
ments, according to the Census Bureau. State and local 
debt reached an all-time high of 20,875 millions last June 
30. This was up $2,173 millions over 1948. If the $252,000 
millions federal debt were added, the total owed by all 
governments would total $273,645 millions, or $1,834 for 
every man, woman and child. 

x** * 

RETAILERS MUST learn to live with their present 
sales volume and the key to profitable operations rests on 
keeping expenses down, Professor Malcolm P. McNair 
declared at Cambridge, Mass., recently. He stated that 
intelligent action by business helped avert a serious re- 
cession and emphasized strengthening factors in the na- 
tion’s economy which could avoid such a recession. 

x~** 

THE CREDIT Management Division of the National 
Retail Dry Goods Association will hold its 17th annual 
convention at the Hotel LaSalle, Chicago, Ill, April 19, 
20 and 21, 1950. le 


70,000 VETERANS have already paid off their V.A. 
home loans in full. Only three out of every thousand 
have defaulted. ale le 


A CHICAGO coal company has set up offices to be 
used by its retired employes. It has a reception room, 
desks, telephone and secretarial services. Retired em- 
ployes may use it for personal business and it keeps 
them handy in event problems come up on which their 
experience is helpful. In addition it remedies that lost 
feeling resulting from retirement. 


a | 
THE PHENOMENAL growth of business enterprises in 
the United States appears to have passed its peak. There 
are fewer businesses in operation today than a year ago. 
The decline is proportionately small and the rises in 
population and in new industries may reverse the trend 
in some future period. 


x~** * 

FROM 1913 to 1941 total public expenditures in the 
United States increased from $3 billion to $27.1 billion, 
says a Twentieth Century Fund report. 

x~** 


ABOUT 23 per cent of the American people lived on 
farms in 1940. By 1960, according to a recent survey, farm 
population will shrink to about 18 per cent. 


x*e 
A LOW-COST, table model binding equipment kit has 
been brought out that will punch and bind an average 
booklet in less than a minute. Designed specifically for 
office-type paper work, the binder can handle books, cata- 
logs and other heavy paper reports as well. 


x~* * 

THE UNITED STATES Department of Agriculture 
reports that the average person is spending 26 per cent of 
his income for food, when about 28 per cent of the income 
was spent for food last year. Meat accounts for one- 
fourth of the average family food budget and low income 
families are using 10 per cent more meat now than in 1942. 


xx* 

SURVEYS MADE by the National Records Manage- 
ment Council show that the average business needs to keep 
less than half of its paper collection. About 34 per cent 
should be destroyed and the remaining 20 per cent moved 
out to storage. 


DEFERRED PAYMENT accounts are most successful 
when they are tailored to fit each individual's needs, Clar- 
ence E. Wolfinger, Credit Manager, Lit Brothers, Phila- 
delphia, Pa., told members of the Hazelton Credit Bureau, 
Hazelton, Pa., during a recent meeting. He added, “It is 
just as necessary to have a different pattern for each 
particular customer as it is to have a different size pair 
of shoes for each of them.” 


> &@ @ 

CONSUMER SAVINGS showed little change between 
1946 and 1948, according to an analysis of postwar savings 
patterns, which has just been completed by the National 
Industrial Conference Board. On this basis of newly com- 
piled data, it was found that postwar fluctuations in 
personal savings as reported by the Department of Com- 
merce arose primarily from differing amounts of income 
plowed back into unincorporated businesses and farms. 


x* rt 

STATE TAX COLLECTIONS for 1948-49 showed 
startling contrasts between neighboring states, and states 
of similar economic standing, Commerce Clearing House 
reports. The state of Louisiana collected the highest tax 
per person in the nation, approximately $92.19 for each 
inhabitant. At the other extreme, Nebraskans paid the 
lowest per capita tax, approximately $35.92. 


x*x* 

TAKING THE CENSUS, which begins April 1, 1950, 
will have considerable benefits for business. A minor, 
though important, benefit is that the census involves the 
spending of $86 million, spread over three and a half years 
from July 1, 1949. $38 millions will go for salaries and 
most of this will be paid to 140,000 enumerators who will 
work about three weeks in April. The remainder will be 
spent for printing, tet ry supplies. 


* 

MORE THAN 25 nite a on have been directly in- 
volved in strikes since 1937, according to an analysis of 
wage losses from strikes, which has just been completed 
by the National Industrial Conference Board. They spent 
about a third of a billion man days away from their jobs 
because of strikes and forfeited about $3 billion in wages 


“vena ] AN UNUSUAL 
STICKER 


THIS MOST UNUSUAL 
STICKER has been designed for 
use by members. 

They should be used on letter 
heads of the credit department and 
on statements on which a previous 
month's balance has been brought forward. 

THIS STICKER carries the prestige of the Na 
tional Retail Credit Association and the slogan, 
‘*‘Guard Your Credit As a Sacred Trust,’’ is an 
excellent educational message. Order a supply 
today. 

SHOWN ABOVE actual size, they are printed in 
the National's colors, bronze blue on gold gummed 
paper. 


Price, $2.50 per thousand 


NATIONAL RETAIL CREDIT ASSOCIATION 
Shell Building St. Louis 3, Mo. 





MEMBER 


National Retail 
Credit 
Association 
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Sditrial COMMENT 


Dont Guess or Gamble 


ye A LETTER from a Credit Bureau man- 
ager in a city of approximately 200,000 
population, he wrote: 


Recently I read an article the substance of which 
was, ‘‘You cannot determine the value of a credit 
risk by what the individual looks like,’’ or ‘‘ You ean- 
not O.K. a charge simply on the looks and clever 
conversation of a man or woman.’’ As the old saying 
goes, ‘‘You cannot tell how far a frog can jump by 
simply looking at him.”’ 

Here is a ease that stands out as an indictment 
against local credit men. About a year ago a man 
and his wife were operating a Grade A dairy farm 
and their milk checks averaged over $1,000.00 
monthly. The farm was well equipped with milking 
machines, coolers, tractors, ete., and 60 head of the 
choicest stock. They established credit in our city 
and paid their bills promptly. 

There then developed domestic trouble and a legal 
division was made of their holdings. The wife re- 
ceived the dairy and all the equipment while the 
husband secured the title and all rights to the dairy 
farm. They were separated but not divorced and 
they continued to live in the same house and also 
cooperated in the operation of the farm and dairy. 

He then became involved to the extent of several 
thousand dollars. He mortgaged the farm along with 
crops to be grown and she mortgaged the dairy equip- 
ment ete. There were over $3,000.00 in judgments 
against them in their home city and numerous ac- 
counts in the hands of attorneys for collection. The 
Bureau had investigated the financial status of both 
of them on January 1, 1949, May, 1949 and in 
August, 1949, and it would appear that no intelligent 
credit man would grant either of them credit. 

The woman invaded the retail trade here the latter 
part of October. One concern simply looked at the 








original report and since those accounts were paid 
promptly, approved charges for $1,692.66 before eall- 
ing the Bureau. Others did the same thing. Thirty 
concerns, impressed with her conversation about the 
dairy and the farm, and actually seeing a check for 
over $1,000.00 for milk, sold and delivered mer- 
chandise to her before they checked with the Bureau. 

Thirty-six concerns called the Bureau before 
O.K.’ing or delivering merchandise. The others who 
did not eall the Bureau granted her over $9,684.00 
credit, collection of which will be very doubtful. One 
concern, a former member of the Bureau who used 
the services only moderately since most of their busi 
ness was on a cash basis, was certain from her looks 
and conversation that she was a good credit risk, and 
allowed her to purchase merchandise on credit 
amounting to $977.44 


The following indicates the importance of 
checking accounts on the books where there is 
evidence of heavy purchases being made or 
where there has been a change in the paying 
record. Resolve now, to: 

1. Obtain a credit report on all new applica 
tions for credit, both charge and installment 
accounts. 

2. Check old accounts if paying habits are 
slowing up. 

3. Where there is evidence of overbuying 
have the Credit Bureau check all stores with 
which, according to Bureau records, the cus- 
tomer has accounts. 

4. Request a new report on all accounts in 
active for a year or more. 

It does not pay to take a chance, investigate 


Oe ee 


General Manager-Treasurer 
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X New Educational Stickers 


@ MORE AND MORE cost-conscious Credit Sales and Collection Managers are 
finding these new stickers to be an effective and inexpensive collection medium. 
The emblem of the National Retail Credit Association adds an authoritative 
dignity. The wording is friendly and explanatory. Tested sentences are designed 
to present the reasons for prompt payment in a convincing manner. While 
particularly appropriate in the early stages of past due-ness, they can be used 
at any time. Easy to affix, they require no fill-in. Simply attach to the cus- 
tomer’s statement. They are just as effective for the large store as the smaller. 
It is now necessary to have a closer and consistent follow-up as collection 
problems are increasing. Here is your answer. Take advantage of this National 
service and order a selection today. With your order ask for an illustrated 
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folder showing our complete series of stickers and inserts. 


Maintain a Good 
Credit Record — 


For more than a quarter-century 
retailers and professional men of 
North America have contributed 
their actual ledger experience— 
good, bad and indifferent—to 
form a tremendous catalog of 
credit information. This infor- 
mation is a basis for the credit 
record of the consumer. 


Payment of regular accounts 
on receipt of bill and installment 
accounts as agreed will build and 
maintain a gdod credit record. 


lr 


OT, 


Printed in chestnut brown ink on 
bright yellow gummed paper. 


Keep Your Credit 
Record Good 


Whatever your needs may be, 
a convenient means of making 
your purchases is by using a 
charge account, 


A good credit rating, obtained 
by meeting obligations promptly, 
entitles you to this privilege. 


Pay each account in full on 
receipt of bill and contract pur- 
chases as agreed. x*kr 








Printed in Morocco brown ink on 
canary gummed paper. 


Credit Is 


Confidence 


in the integrity of an individual | 
to carry through his agreements. ; 


Your willingness to pay 
promptly is the basis on which 
the retailer extends credit to you. 


Charge accounts are due and | 
payable on receipt of statement; | 
installment accounts are due on | 
the dates specified. | 


Pay Your Obligations Promptly | 


Printed in maroon ink on green 
gummed paper. 


The majority of people use 
credit in its various forms, but 


joy its advantages. 

The credit you command rests 
largely on one thing—not the 
position you hold, not the prop- 
erty you own; not your bank ac- 
count—but the way you pay your 
bills. 

Pay all charge accounts 
promptly each month and install- 
ment accounts when due. x* 


Printed in purple ink on cherry 
gummed paper. 


| 
| A SHOPPING 
CONVENIENCE 


@ Credit is extended as a shop 
ping convenience. But it is more 
than a convenience. It has a 
definite value to the user. For 
most people depend on a monthly 
salary or income. By using their 
credit, they are able to meet cur- 
rent expenditures out of current 
income. 


@ Every charge account that is 
paid in full each month, and each 
contract that is paid as agreed 
helps to build anu maintain a 
**Prompt Pay’’ record. 


| 
'KEEP YOUR 
| PROMISE — 


Each month, stores review their 
accounts to ascertain which cus 
tomers keep promises and which 
do not—and the matter of keep- 
ing promises has a most impor- 
tant bearing on your future 
credit standing. 


credit is needed. 


Printed in green ink on orange 
gummed paper. 


ONLY $22.50 4 THOUSAND 


Assorted, $3.00 a Thousand 


NATIONAL RETAIL CREDIT ASSOCIATION 


SHELL BUILDING 


ST. LOUIS 3, MO. 


Prompt payment of accounts | 
builds a credit record of price- | 
less value wherever and whenever | 
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I resolue for 1950 
to allend the 


INTERNATIONAL 
CONSUMER 


CREDIT 
CONFERENCE 





